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THESE MODERN PHILLIPS PLANTS produce highest quality 


wires and cables for every telephone use! 


The Phillips’ plants, at Brockville and Montreal, are 
considered among the most modern of their kind in 
the world. Established in 1889, this organization has 
pioneered many important improvements in wire 
drawing and fabrication, and its products have the 
benefit of a half century's experience in meeting the 
exacting needs of the communication and electrical 
industries. 


Every type of electrical conductor used in telephone 
work is produced by Phillips in its own plants and 
under its own control from copper bar to finished 
wire. When you buy Phillips wires and cables, you are 
assured of getting only the finest, high quality 
products which will save you money in better per- 
formance and long, trouble-free lise. Write for 
latest prices. 


Distributed by: P 


CANADIAN TELEPHONES & SUPPLIES LIMITED, TORONTO 
EXPORT DISTRIBUTORS: 


mos AUTOMATIC ELECTRIC SALES COMPANY, LIMITED, CHICAGO cum 








Carefully Revised — Completely Reset 


ELECTRICAL Discusses 


COMMUNIC ATION 


the entire 


industry ! 


Second Edition 


(January, 1940) 


ELECTRICAL COMMUNICATION 


By ARTHUR L. ALBERT 


Professor of Communication Engineering, 
Oregon State College 


Presents electrical theory of communication and a 
discussion of the entire industry—wire (telephony 
and telegraphy) and wireless (radio). Material is 
thoroughly modern in every detail and most recent 
communications standards rigidly followed. Gives 
understanding of plant and engineering features of 
the communications industry as a whole; up-to-date 
information in not too technical language. A text- 
book for college students, a reference book for en- 
gineers; others will find it valuable also. 


534 Pages $5.00 6ins. by 9 ins. 


TELEPHONY PUBLISHING CORPORATION 


Telephone Wabash 8604 608 S. Dearborn St., Chicago 








GET THE FULL BENEFIT 
OF YOUR SUBSCRIPTION 


You would appreciate TELEPHONY more if 
you systematically saved each copy after you had 
read it. Often, you have no immediate need for 
the information contained in the article you are 
reading, but it will prove invaluable two, four or 
six months later. Requests for back numbers of 
TELEPHONY prove this. 

Realizing that we could be of considerable as- 
sistance to our readers if we could provide an 
easy, simple method of saving the magazine, we 
decided that a binder designed to our purpose 
would do just that very thing. 

We can now offer to our readers a very practi- 
cal binder—one that will enable you to insert each 
magazine into the binder after you have read it, 
without punching or mutilation of any kind. No 
cutting or pasting is necessary. No more dirty, 
torn or dog-eared magazines. The magazines can 
be removed at any time later if desired. You 
have the complete six months file of copies for 
ready reference. 

The binder is made of durable, leather grained 
imitation leather over stiff boards. It would be 
an attractive addition to any home or library. 


You will get full value out of TELEPHONY 
by saving your copies. The binder costs only 
$2.50 and it will last for many years. 

ORDER NOW. 


TELEPHONY PUBLISHING CORPORATION 


608 S. Dearborn St. Chicago, Ill. 
Wabash 8604 














TELEPHONY, May 31, 1941. Volume 120. No. 22. Published every week on Saturday by TELEPHONY PUBLISHING CORPORATION, 
608 So. Dearborn St., Chicago, Ill. Telephone Wabash 8604. Subscription $3.00 per year. Entered as second class matter September 4, 
1908, at the Post Office at Chicago, Ill., under the act of March 3, 1879. 





FURNISH CZ2-20-Dale 


P.B.X. SWITCHBOARDS 


Features of the No. 120 
P.B.X. Appreciated by 
the Modern Office: 


1 Connects with any Central Energy Exchange 
"=  —either manual or dial through jack-ended 
trunks. 


























2 Wiring is provided for the following choice 
= of service: 






(a) P.B.X. station after hanging-up is pro- 
tected against direct re-rings from the 
central operator. 

(b) P.B.X. station can flash the P.B.X. oper- 
ator to transfer the call without lighting 
the disconnect signal at central office. 


3 All trunk calls are answered with the call- 
* ing cord. 







The No. 120 
P.B. X. SWITCHBOARD 


The equipment is housed in a 
streamlined cabinet, strikingly ve- 















neered in two-tone genuine walnut so 
as to be in keeping with any fine office 
furniture. The rich appearance of the 
Sun Tan face and keyboard, contrasted 
with the dark brown of the plugboard, 
is highlighted by the rich brass fittings. 


















Each cord circuit is equipped with ringing 
key, ring-back key, listening key, dialing 
key when required, through dialing and 
night connection key. 


Overall dimensions: Height, 3’ 9%”; 
Width, 2’ 1%”; Depth, 2’ 8”. 
Wiring and Capacity: 80 
lines, 15 cords, and 
15 trunks. 














Reverting Ringing Tone informs calling 
party that the operator is ringing. 


Linoleum is used for Kick Mat and for lin- 
ing of cord compartment. 






Individual jacks are used in all line and 
trunk circuits. 
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ms Keyboard is hinged at left end so as to per- 
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The No. 121 
CORDLESS P.B. X. 
SWITCHBOARD 


Here is a switchboard of which any 
office would be proud. Exposed wood 
surfaces are beautifully finished with 
two-tone genuine walnut veneers so as 
to harmonize with fine office furniture. 
Panels are flush, corners rounded. The 
apparatus panel is covered with Sun 
Tan Phenol Fibre veneers. Key handles 
are of fine plastic, colored in pleasing 
shades to designate circuit functions. 


mit continuing full operation while raised. 


Coils, relays, and capacitors are on a relay 
gate which swings horizontally from a 
rigid self-supported steel frame. 


















Operator’s Breast Telephone is employed 
with concealed jack. 






















odern offices demand up-to-date equipment. Typewriters, type- 
tiler desks, bookkeeping machines — all are streamlined and 
proved in appearance. That’s why the Stromberg-Carlson No. 120 
(No. 121 Switchboards make sales of P.B.X. service easier for 
erating companies. These boards answer the demand for some- 
ing modern in appearance, modern in efficiency, harmonious with 
May’s decorative schemes. They are making new P.B.X. sales 
“ords for operating companies ev erywhere. 
































Overall dimensions: Length, 2’ 2%"; 
Height, 1° 2”; Depth, 1° 2%” 
Wiring and Capacity: 16 lines, 
5 trunks, and 5 connect- 
ing circuits. 






tomberg-Carlson Telephone Mfg. Co., Factory and General Offices: 100 Carlson Rd. 
Mchester, N. Y. Branch Offices: Chicago, Kansas City, San Francisco, Toronto 


Stromberg-Carlson 











MAKERS OF VOICE TRANSMISSION AND VOICE RECEPTION APPARATUS FOR FORTY-SIX YEARS 


























“FURNISHES A 


Remarkable Improvement 
IN TRANSMISSION” 











A North Dakota exchange owner said: “The thing that surprised me most 
when we cut over to Relaymatic was the remarkable improvement in 
transmission. I estimate that transmission was improved 50%.” A Texas 
telephone man says this about Relaymatic: ‘All towns report increased toll 
revenue probably because of improved transmission.” A Maine exchange \ 
owner says: “My new Relaymatic gives the finest transmission I ever 
encountered.” 

This remarkable improvement in transmission is just one of many advan- 
tages which the Relaymatic is bringing to telephone exchanges throughout 
the country. But in addition, cutting over to Relaymatic means cutting in 





on increased profits, lower operating costs, trouble-free operation, re- 
liable performance, more and better satisfied subscribers. In short, the Kellogg 
Relaymatic pays dividends. \t is a board upon which you can depend for a long, 
profitable service life. Ask your Kellogg Representative to study the greater earning 
possibilities of your exchange. Kellogg Switchboard and Supply Company, Chicago. 





ROARING SPRINGS, TEXAS 
50-line Relaymatic 






When this 500-line Relaymatic was installed recently at 
Marion, Virginia, the subscribers were highly pleased with 
the new service. 98% of them enthusiastically compli- 
mented the Inter-Mountain Telephone Company for making 
this fine service available. 





KELLOGG 
TWIN CONTACT RELAY TWIN CONTACT GANG RELAY 


RELAYS—Heart of the Relaymatic 
Kellogg’s long experience in designing and building 
switchboard relays covers a period of over 44 years! 






(Above) This Relaymatic has an ultimate capacity of 100 lines 
and 12 connecting circuits. The Relay equipment is mounted in 
three bays with the power equipment located in the smaller 
bay at the left. Kellogg provides this equipment in other 
standard sizes ranging from 10 lines to 1000 or more lines. 












SORDO, ALapama 


50-line Relaymati. 







: NEW York CONWAY, WASHINGTON TREYNOR, IOWA 
eymatic 100-line Relaymatic 100-line Relaymatic 
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SUGGESTED PROCEDURE FOR 


By NORMAN M. SHENK 


Division General Manager, 


lowa State Telephone Co., Newton 


A practical plan of selling the public on the need for higher rates is suggested 


by the author of this article. While his discussion pertains to a state which 


does not have a regulatory commission, the procedure he recommends can be 


applied by telephone companies in states where there are commissions as 


the public must agree to rate increases in either case. 


HE RATES and Research Committee of the Iowa 
T independent Telephone Association, at the con- 

vention a year ago, presented a very compre- 
hensive report of an analysis which the committee 
had made of exchange rate structures of Inde- 
pendent telephone exchanges in Iowa. That study 
was based on reports received from 143 operating 
companies—both commercial and mutual—of rate 
schedules in effect at 289 Independent exchanges 
serving nearly 100,000 stations in Iowa, or approxi- 
mately 40 per cent of the total Independently-oper- 
ated telephones in the state. 

The survey brought to light some very amazing 
facts. The most startling of these was that many 
exchanges were apparently attempting to operate 
with rates which did not appear as though they 
could possibly produce adequate revenue to cover 
essential expenses of sound operation. 

However serious may have been the problem of 
inadequate revenues which faced many Independent 
telephone companies in Iowa a year ago, it seems 
a certainty that unless corrective steps have been 
taken between then and now, these situations have 
become even more pressing. 

Those inclined to view the situation from an op- 
posite angle may point out that most telephone com- 
panies enjoyed an increase in revenues last year. 
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That is correct. In fact, the total telephone stations 
in service in the United States has reached an all 
time high and, while that condition is not true of 
many Independent Iowa exchanges, most Iowa com- 
panies did experience station gains in 1940. 

However, it must always be borne in mind that 
the telephone business is unique in that it is one 
of the few businesses in which “per unit” costs 
actually increase in many instances with an increase 
in the volume of customers. We, as telephone men, 
know this and know why it is so—we are well aware 
of the fact that traffic loads and related costs of 
handling increase by what could be described as mul- 
tiplication, while subscribers and revenues there- 
from increase by simple addition. 


Rates Must Keep Pace with Costs 


We cannot hope to continue to furnish good tele- 
phone service, metallicize rural lines, pay 1941 labor 
costs, tax bills and material prices with income from 
rates established 15 or 20 years ago when 40-hour 
work weeks and minimum wage scales were not the 
first order of business, rural electrification was not 
a problem, taxes were but a fraction of what they 
now are and prices of essential materials were not 
soaring beyond all bounds. 

While it is possible that in some instances where 
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exchange plants and staffs are adequate to handle 
additional business, these increased expenses can 
be partially and temporarily met by increasing the 
number of subscribers served, careful study of the 
situation has caused most telephone men to conclude 
that the only long range and completely effective 
handling of the problem is found in these two 
courses: 


1. Efficient operation by alert management striving 
constantly to keep costs down by effecting econo- 
mies to offset the increasing expenses which cannot 
be controlled. 


2. Improvement in revenue “per subscriber’ by up- 
ward adjustment of low rates to provide adequate 
income. 

There is a question which may be in many of your 
minds at this moment. Can exchange telephone rates 
be increased without serious difficulty—without at 
feast long and bitter controversies with 
civic organizations and subscriber bod- 
ies as a Whole? 

Our answer may sound like a politi- 
cian’s retort. We suggest that you look 
at the record. Upward rate schedule 
revisions have been completed at ap- 
proximately 100 Iowa exchanges in the 
last 30 months. Included are small ex- 
changes and large exchanges—common 
battery exchanges and magneto ex- 
changes exchanges belonging to the 
largest operating companies in the 
state and single exchanges owned by 
individuals, small local groups or mutu- 
ally by the subscribers themselves. 

It is the opinion of those of us who 
have been closely associated with a con- 
siderable amount of rate adjustment 
work in Iowa that, if additional reve- 
nue is essential for the continued suc- 
cessful operation of an exchange, and, 
if a satisfactory grade of service is 
being furnished and public relations 
are normal, an intelligently planned and executed 
program of laying the full facts of the case 
and the need for the additional revenue before the 
subscribers will result in a full measure of sympa- 
thetic understanding on the part of the public. 

Furthermore, it is our firm conviction that after 
many rate increase programs have been completed, 
the telephone company has emerged enjoying better 
relations with the public than ever before. This 
somewhat paradoxical result has been due entirely 
to the better understanding of the many operating 
problems facing telephone companies, which cus- 
tomers learned about for the first time from the pub- 
licity and interviews incident to the rate change. 


Steps in Planning a Rate Increase Program 

It will be our purpose in the balance of this report 
to briefly discuss the suggested steps preliminary to 
undertaking a rate adjustment job and then to out- 
line in some detail the exact procedure which was 
followed in an actual rate increase job completed 
in Iowa last year. 

The first step in contemplation of an exchange 
rate schedule revision should be examination of pres- 
ent net income (if any) of the exchange. By such 
a course the amount of additional revenue necessary 
can be ascertained. Net income is, of course, the 
amount remaining out of any period’s gross oper- 
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ating revenues, after all operating expenses have 
been paid and adequate provision has been made for 
depreciation of plant. 

The value of the exchange plant must, of course, 
be known. . . While there are divergent opinions 
on the subject, the rate base of an exchange is gen- 
erally recognized as including expenses of organi- 
zation and franchise, the structural or depreciated 
value of all physical plant including motor vehicles 
and other work equipment, plus the necessary work- 
ing cash and money invested in materials and sup- 
plies on hand. In the case of a stock company, the 
objective should be sufficient net income from an 
exchange’s operations each year to allow’ the owners 
to be paid a reasonable sum in return for the money 
they have invested in the plant. 

Attention is called to the expression, “com- 
pletely cover operating expenses.” . . . There 
are, perhaps, some telephone oper- 
ating men who, probably from fear 
of consequences, are procrastinating on 
the matter of securing revenue im- 
provement through rate adjustments. 
They are “whistling in the dark”—hop- 
ing that something will happen so that 
a rate increase will not be necessary. 
In the meanwhile, they may be going 
along without the essential revenue to 
properly operate their plants. We ask 
you to remember well this one point 
a rate increase cannot be put into ef- 
fect retroactively. If you aren’t get- 
ting the revenue necessary to fully 
cover the expenses of operating your 
plant today, then your subscribers ac- 
tually owe you some more money. How- 
ever, the responsibility is yours and if 
you don’t establish a rate schedule to 
produce the necessary additional reve- 
nue, the money owed you will never be 
collected. Revenues must be adequate 
to cover the expenses of operation or 
our business moves backward rather than forward. 

Having determined the amount of additional reve- 
nue necessary to properly operate the exchange un- 
der consideration, the next step is to set up a sched- 
ule of rates which will produce it. There are many 
angles to be fully considered in making an exchange 
rate schedule. Rates already in effect have a bear- 
ing, for the increased load should be allocated be- 
tween subscribers so as to minimize adverse reac- 
tion. Then there are such angles as whether billing 
is to be on a “gross-net” basis or on a “flat rate” 
basis; whether there should be surcharges for hand- 
set instruments and desk type instruments; whether 
party line urban services should be furnished and if 
so, at what rate differential from individual line 
services. 

A good starting point would be to set up a tenta- 
tive rate for residence individual line service. The 
business individual line rate should be approximately 
one and one-half to one and three-quarters times the 
residence individual line rate. Such a spread is a 
rather generally accepted rate engineering principle 
—the business man bears a share of the costs of the 
exchange’s operations based more on the value of 
the service to him than on direct costs of furnishing 
the service. Business party line service would, of 
course, take a rate somewhat below the business in- 

(Please turn to page 21) 
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OFFSET 
DEAD-ENDS 


_* You'll find that the best way to make open wire 
terminations, install drop-wire tap-offs, make test-points in the lines, is with —— -- 
Nicopress Offset Dead-Ends. TELEPHONE 
They are easy to install, stronger than the rated breaking strength of the , ede 
conductor, provide for a tail of any desired length, and have what it takes DIRECTORIES 


to stand up under vibration. 

If you want security, strength and 
economy in your method of 
dead-ending you will order Nico- 
press Offset Dead-Ends from 
your jobber today. 


_— 
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Illustrations above show a Nicopress 
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THE NATIONAL TELEPHONE SUPPLY CO. vompany 


5100 SUPERIOR AVE. — CLEVELAND, OHIO ) 7 
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Canadian Mfr.—N. Slater Co., Lt'd., Hamilton, Ont. JI Gore Ind . /, hicagyo 
Export Distributor—International Standard Electric Corp., New York, N. Y. 
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By FRANCIS X. WELCH 


Washington Correspondent for TELEPHONY 


Defense emergency may bring about modification of Wage-Hour Law. . . . 


Not enough skilled labor to go around, on 40-hour-week working basis. . . . 


This is having retarding effect on preparedness program, and administration 


may be forced to change present labor standards 


NE SOMEWHAT unexpected by-product of the 
O “emergency” is the likelihood that the Wage- 
Hour Law will eventually be modified. Modifica- 
tion may take the form of standardizing wage levels, 
as well as boosting the maximum work hours. It is 
impossible to say definitely at this early date whether 
these changes will be beneficial to the telephone busi- 
ness. They may not even be applicable to the telephone 
business. They may be made applicable only to so- 
called ‘defense industries.”” Much maneuvering, alibi- 
ing, trial-ballooning, labor-soothing, and all-around 
backing and filling will have to be done by the admin- 
istration before such changes can be openly suggested. 
So don’t look for them right away. But when they 
do come along, don’t be surprised. The reason behind 
this belated recognition that all is not sweetness and 
light with the Wage-Hour Law, is the snail’s progress 
being made on the national defense program. The 
administration is nearly frantic. 

It is all very fine to make pretty speeches about 500 
bombers a month “in 1942” and an interminable num- 
ber of tanks and ships rolling off the line or slipping 
down the ways “early next year.” The fact is that 
right now the rate of plane production is lagging, ship 
production only fair, tank production pathetic, and 
ordnance production downright disgraceful. 

We can’t put all the blame on the Wage-Hour Law. 
There’s blame enough to go around. Bad guessing on 
material, capacity, and reserves (aluminum, steel, etc. ) 
by OPM officials is now openly recognized. Industry’s 
reluctance to give up at least a share of the juicy civilian 
business made so enticing by increasing mass purchas- 
ing power is hindering all-out defense production. 
Brass hat bureaucracy in the Army and Navy, and 
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Harry Hopkins trying to steer the program from an 
intermittent sick-bed are also retarding factors. 

But the blunt truth that there is not enough skilled 
labor to go around is increasing the pressure on the 
administration to cut out this 40-hour-week stuff “for 
the duration.” Nor is labor’s demand for double pay 
or even time-and-a-half on overtime a complete answer 
—especially where contractors operating on a cost-plus 
basis casually pass the added expense on to the govern- 
ment’ (which means the taxpayers). 

This throws budgets all out of kilter, and cost esti- 
mates into the waste basket. It starts anew a spiral of 
higher wages and higher prices from which no one 
gets any lasting advantage and the general welfare is 
hamstrung. The rearmament program will never get 
rolling unless financial disorder and chaotic disturb- 
ances to cost planning can be curbed. We will simply 
have to stop certain plants from shutting down over 
week-ends and similar practices which result from the 
40-hour week. 

Now all this is quite embarrassing for the Labor 
Department and the Wage-Hour Administration. 
Heretofore they have been repeating the pleasant 
assurance that no social gains will have to be sacrificed 
in the completion of the nation’s defense effort. This 
would imply that labor will be able to go right along 
enjoying its newly-won advantages without any inter- 
ruption from the emergency. 

But no group can have its economic cake and eat it, 
too. The all-out defense effort is going to réquire 
sacrifices from everybody. We have already been told 
that business-as-usual is out the window. Business 
men understand and expect this, although they don’t 
like it. But before long the administration itself will 


9 








have to concede that farm-subsidies-as-usual will have 
to go out the window also; and so will labor-as-usual. 

Last year when France was defeated there was a 
good deal of talk about the 40-hour-week law (put over 
during the left-wing government of former Premier 
Blum) being responsible for deficiencies in the Repub- 
lic’s defense effort. At that time Labor Department 
officials sprang to the defense of labor standard legis- 
lation. 

Wage-Hour Administrator Fleming and Secretary 
of Labor Perkins released figures which purported to 
show that, entirely on the basis of efficiency, it was not 
good policy to make workers labor much more than 40 
hours a week. These figures were drawn from alleged 
experience of belligerent governments during World 
War No. I and to some extend during the current war 
in Europe. Such figures never did impress this corre- 
spondent who saw with his own eyes in Germany, in 
1938, men and women working 70 hours and more a 
week forging the armament of the present German 
war machine. If there was any inefficiency about this, 
the resulting deficiencies have yet to be shown up by 
anything so far produced in other countries under less 
arduous labor standards. 

The truth is that the current experience of Great 
Britain under seige, indicates that the 40-hour week, 
which is a very noble and humane objective under nor- 
mal conditions, simply must be suspended when necessi- 
ties of national defense so demand. Present strategy 
on revising labor standards calls for Wage-Hour Ad- 
ministrator Fleming or somebody else to go over to 
England and make a study of labor experience under 
fire. In this way, it is believed that much valuable in- 
formation can be gathered on the question of just how 
long men and women can work with the proper degree 
of efficiency. 


The standardization of wage levels has already been 
discussed within administration circles as an eventual 
and probably inevitable step in the direction of stabil- 
izing the nation’s economy. Trying to keep prices down 
through Leon Henderson’s OPACS, while at the same 
time letting wages go up steadily, is a good bit like 
trying to keep the stern of a ship anchored while the 
bridge has ordered the engines full speed ahead. Some- 
thing is going to give way. 

However, there is tremendous political opposition 
against any effort to anchor wages. The nation’s eco- 
nomic situation would have to become much more acute 
before such a drastic measure would be even seriously 
considered. That’s politics of course. At present the 
administration is trying to keep labor quiet and the 
number of strikes down with a series of 10 per cent 
wage increases in various industries. But the supply 
of such soothing syrup is bound to give out pretty soon. 

Nor is the agitation for wage increases the only rea- 
son for considering wage standardization. There is 
the problem of labor shortage and “employe snatching”’ 
which is going on in many lines. In his recent annual 
report, Wage-Hour Administrator Fleming made a 
thoughtful suggestion concerning this unsatisfactory 
situation when he discussed the conditions of labor 
competition during World War No. I. He said: 


Wages were then completely unstandardized and work- 
ers wandered from plant to plant seeking the best wages 
obtainable. Such was the confusion that the War Labor 
Policies Board was finally driven to consider the necessity 
of universal wage standardization, but peace intervened 
before that policy was effectuated. 
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The United States cannot enter a future war without 
giving serious thought to the need for standardizing wages, 
both to protect workers and to promote the efficient utiliza- 
tion of their time. 


Coming back to our own industry, telephone compa- 
nies will undoubtedly feel the pinch of labor shortage 
as the months go on. Some companies have perhaps 
already felt effects of the lure of high wages in defense 
boom industries. 


This might prove a difficult problem for smaller com- 
panies which cannot afford to raise wages to match a 
brand of competition for employes which is virtually 
subsidized by the United States treasury. Unless some 
sort of a ceiling is placed over wages, and some adjust- 
ment made in the maximum working hour standard to 
make the available man-power go around, the great 
mass of skilled and technical workers will inevitably 
gravitate towards the high-paying defense industries. 
And essential public utility companies may suffer ac- 
cordingly. Incidentally, the military draft will com- 
plicate the situation by further draining the available 
man-power. 

So it will be seen that even if adjustments in wage- 
hour standards are not made applicable to telephone 
companies, they might still benefit the telephone com- 





Best Story of the 
Week — What's Yours? 


Visiting in the office of the Richmond (Ind.) Home 
Telephone Co., R. L. Hepner of the Buckeye Tele- 
phone & Supply Co. noticed an unusual sign posted 
upon the company bulletin board. Inquiry revealed 
that it had been found by a plant employe of the 
Richmond company on the door of a home where he 
had gone to install a telephone. 

The sign has already given employes of the Rich- 
mond company a good chuckle; perhaps other tele- 
phone men will recall finding similar notices in the 
course of their work. This is what the sign said: 


TELEPHONE MAN 


Everybody Is Working 
COME IN! 


PUT THE TELEPHONE ON THE END 
TABLE RIGHT ACROSS THE ROOM 
— THE TABLE WITH THE LACE 
COVER ON IT. WIRE IT SO THAT 
THE TELEPHONE WILL SIT ON THE 
TABLE OUR TELEPHONE NUM- 
BER ON THE PHONE OR NEAR IT. 
IF THE TELEPHONE BOOKS ARE 
FREE LEAVE ONE. IF NOT LEAVE 
ONE IF YOU CAN AND [’LL PAY FOR 
IT TOMORROW. IF THERE ARE ANY 
INSTRUCTIONS YOU WISH TO GIVE 
ME WRITE THEM ON THE SHEET 
ON THE END TABLE. THANK YOU. 





(signed ) 
CONOVAN SANFORD, 
Subscriber. 
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The editors of TELEPHONY got together for a private chat during 
the Pennsylvania convention. R. C. RENO (right) of Chicago, 
managing editor, takes pipe out of mouth to state his ideas on 
publishing the best possible material for TELEPHONY readers while 
RAY BLAIN of Washington, D. C., technical editor, listens. 


panies indirectly. Your correspondent’s guess is that 
along about the middle of the summer we will be hear- 
ing official suggestions that the Wage-Hour Law should 
be modified so as to give the Wage-Hour Administrator 
the discretion to permit increased working hours in 
certain strategic plants (such as aircraft factories, 
shipyards, and ordnance works). 

Once these exemptions are under way, the admin- 
istrator may slowly increase the orbit of exemptions 
to take in more and more industries vital to the nation’s 
defense effort. Eventually, it might well include the 
telephone business. Don’t look for any tangible devel- 
opments along this line before next fall. The foregoing 
discussion is essentially in the nature of a long-range 
forecast. 

Furthermore, the forecast is restricted to working- 
hour adjustment. As for wage standardization, it is 
difficult to see when, if at all, it will be seriously con- 
sidered. Right now, Congress would just as soon de- 
clare war on Canada as pass a law which would prohibit 
or even hinder wage increases. But if emergencies 
become critical enough, they can weaken the most stub- 
born political opposition. We shall just have to wait 
and see. 


Both the FCC and the Senate Interstate Commerce 
Committee have been clearing the decks for consider- 
able action next month. The FCC has invited the Na- 
tional Association of Railroad and Utilities Commis- 
sioners (at the latter’s request) to name five state 
utility commissioners to sit in on the Bell toll rate 
hearings scheduled to begin June 9. 

Again, the commission, especially Chairman Fly, has 
been active in helping the Senate Interstate Commerce 
Committee to finish up the hearings on the proposed 
telegraph merger. The Senate Interstate Commerce 
Committee, in turn, hopes to get the telegraph merger 
hearings out of the way before starting hearings on 
the White resolution to investigate the FCC and radio 
regulation. These hearings tentatively scheduled to 
begin early in June, are expected to bring out into the 
open boiling animosity between the FCC and the radio 
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broadcasters on the recent “monopoly” network regu- 
lations. 

As far as the Western Union-Postal Telegraph mer- 
ger hearings are concerned, definite progress in the 
form of legislative action is still not expected by your 
correspondent before next winter — maybe not then. 
Chairman Fly reiterated the FCC’s general approval 
of the merger of the Postal Telegraph and Western 
Union in an appearance before the Senate committee 
on May 20. Again on May 23 Chairman Fly told the 
committee that the commission favors similar enabling 
legislation in the field of international cable and radio 
telegraph. Heads of both Western Union and Postal 
Telegraph appeared to favor the merger proposed. 

But the lukewarm attitude of the committee towards 
the merger could be seen in the opening statement by 
its chairman, Senator Wheeler of Montana. He said: 
“The most that the Congress could be expected to do 
would be to pass permissible merger legislation, with 
proper safeguards for all concerned, and always pro- 
viding, of course, that the merger is found wise and 
necessary.” 

Translated into a little plainer language, this means 
that before a merger will go through it will have to be 
fairly satisfactory to everybody, including organized 
labor. And since nobody ever heard of a merger re- 
organization being satisfactory to everybody, it would 
appear that the attitude of the Senate committee is 
going to have to get a whole lot “tougher” before the 
prospects for a merger are especially bright. 

Furthermore, there is no indication that the labor 
interests are any more enthusiastic about a merger 
proposal than they ever were. They have served notice 
that they are prepared to fight any proposal which does 
not take care of all employes. True, the present period 
of good employment opportunities would seem to be 
especially favorable towards a satisfactory solution of 
the surplus employe problem. 

The telegraph companies, themselves, are beginning 
to sit up and take a little nourishment as a result of 
general business activity. A fortnight ago the direc- 
tors of Western Union Telegraph Co. declared a divi- 
dend of $1 a share on stock—the first payment since 
last December. Financial observers say that 1941 
offers Western Union the best outlook for earnings it 
has enjoyed since 1936 when the company earned $6.98 
a share. 

Chairman Fly in his first day’s testimony before the 
Senate committee said that a merger of the two wire 
systems is necessary to prevent the possibility of the 
industry’s “total disappearance as an independent 
entity.” He added: 


It is perfectly conceivable that the next prolonged or 
pronounced recession in the general business level will 
drive both companies to the wall—and I don’t mean just 
financial bankruptcy. I mean discontinuance of service. 

Competition and other factors have driven the two 
major telegraph carriers to the point where their very 
existence is in jeopardy. The national defense, the inter- 
ests of employes, and other considerations make it unde- 
sirable that we should permit either to be forced to the 
wall. 





The most promising alternative is a merger, with suit- 
able legislative safeguards. 

Eventually the Senate committee will probably rec- 
ommend “permissive legislation,” as Chairman Wheeler 
suggested. This of itself means little. Indeed, if the 
“permission” is hedged about with restrictions which 
some interests would like to include, it might even be 
tantamount to an invitation to go in swimming without 
going near the water. 








PLEASURE MIXED WITH BUSINESS 
At Ylew York (Convention 


By R. C. RENO 


The golf party that preceded the New York telephone convention created an 


atmosphere of good fellowship that extended throughout the meeting. The 


varied addresses presented information of value to telephone people in all 


branches of the industry. Proper attention was also given to the defense pro- 


gram. All officers were re-elected. 


ITH one of the old-time all-day and evening 

WY cutins of the Wrights—John and Lloyd—as 
a feature attraction, telephone men from all 
sections of New York as well as other states flocked 
into Jamestown, N. Y. early last week to attend the 
39th annual convention of the New York State Tele- 
phone Association, held May 19, 20 and 21 in that city. 
It is tradition that when the Wrights issue invita- 
tions for visits to Jamestown they are always certain 
to get a lot of “takers,” and this year’s party was no 
exception. The moment John and Lloyd announced 
they would open the New York convention with one of 
their famous all-day Chautauqua Lake golf parties on 


May 19, “old timers” who had been the Wrights’ guests 
on previous occasions and the newcomers and “‘young- 
sters” who have longed for the opportunity to attend 
one of these open house meetings, made plans to take 
in the Jamestown convention weeks in advance. 


The outing was started off at the Sportsmen’s Club 
on historical Lake Chautauqua, where about 100 
guests gathered for lunch before teeing off in the 
golf tournament on the beautiful Chautauqua course. 

After the tournament the golfers returned to the 
Sportsmen’s Club, where by this time the number of 
guests had almost doubled, for a good old-fashioned 








Re-elected officers and directors of the New York State Telephone Association photographed at the convention last week are, left to right: 

Seated—H. H. GRISWOLD, Phelps; CLIFFORD SAYER, Chatham, vice president; LLOYD C. WRIGHT, Jamestown, president; H. C. WHITE, 

Jamestown, treasurer, and A. P, HOLMBERG, Jamestown, secretary and assistant treasurer. Standing— ARTHUR R. MAYTUM, Fredonia; L. C. 

FOSS, Newport; W. A. SEELY, Norwich; L. H. MEYER, Johnstown; J. P. BOYLAN, Rochester; F. D. FANCHER, Middletown; A. R. MacKIN- 
NON, Albany, executive secretary, and R. PHILIP HART, Cazenovia. Russell Deyo of Schoharie was not present. 
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Group snapped with the Wrights of James- 

town, N. Y., at their golf party preceding 

New York convention, left to right: C. C. 

DEERING, Des Moines, lowa; LLOYD 

WRIGHT; JOHN WRIGHT; R. C. RENO, 

Chicago, managing editor of TELEPHONY, 
and HARRY HUETHER, Erie, Pa. 





Group in Stromberg-Carlson exhibit at New 
York convention, left to right: Standing— 
J. B. ACKLEY, Copake; J. D. ACKLEY, 
Copake; H. M. STEWART, Harrisburg, Pa.; 
W. A. SEELY, Norwich; H. C. WHITE, James- 
town; EMMETT D. TALBOT, Rochester; H. 
H. GRISWOLD, Phelps; H. B. TALCOTT, 
Buffalo; J. C. SNYDER and R. H. BARGER, 
both of Rochester. Kneeling—JOHN BAR- 
RETT, J. H. LEVIS, and DON McMILLAN, 
all of Rochester. 
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SILAS WALKER (serving) of the Jamestown 
Telephone Corp., had difficulty in keeping 
plates filled at golf outing. Right to left 
around the table are: DR. RAY H. MAN- 
SON, JACK CARRITT, CHRISTOPHER 
MADDOCKS and BILL KERN, all of Roch- 
ester. L. L. RUGGLES of Chicago (stand- 


ing) looks on. 











supper of eggs, pancakes and sausage. After supper 
scores of prizes were distributed to winning golfers 
with John and Lloyd Wright, Arnold Holmberg of 
Jamestown, chairman of the golf committee, E. A. 
Reinke of Rochester and Malcolm Griswold of Phelps, 
members of the committee, officiating. 

In addition to the Wrights and Mr. Holmberg, S. A. 
Walker, Harold White, and Leon Roberts, all of the 
Jamestown Telephone Corp., as members of the local 
committee saw to it that their guests had one of the 
most enjoyable “times of their lives.” 

For the editor of TELEPHONY this was the first 
“Wright party” and we know we express the senti- 
ments of all who attended the affair when we say, 
“Thanks, John and Lloyd, for the delightful party and 
we hope you'll count us in again.” 

Directors and Officers 
Are Re-elected 

At the first session Tuesday afternoon, May 20, the 

following directors were re-elected: J. P. Boylan, 


ORIGINATORS 
OF ‘ALL* RELAY 





In the Kellogg exhibit this group was photo- 
graphed, left to right: H. H. GRISWOLD, 
Phelps, N. Y.; ALBERT PARLETT, JR., Chi- 
cago, Ill.; LESTER SEGUINE, Hopewell! Junc- 
tion, N. Y.; H. P. HEIL, New York City; C. 
E. BROWN, Cuyahoga Falls, Ohio; H. B. 
DUDLEY, Syracuse, N. Y.; WARD HINMAN, 
Albany, N. Y.; F. M. PARSONS and M. A. 
BELLION of Chicago, Ill, and C. T. 
WESTON, Port Byron, N. Y. 
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Rochester; Russell Deyo, Schoharie; F. D. Fancher, 
Middletown; L. C. Foss, Newport; H. H. Griswold, 
Phelps; R. Philip Hart, Cazenovia; Arthur R. May- 
tum, Fredonia; L. H. Meyer, Johnstown; Clifford 
Sayer, Chatham; W. A. Seely, Norwich and Lloyd C. 
Wright, Jamestown. 


At the organization meeting of the board of diree- 
tors Wednesday morning the following officers were 
re-elected: Lloyd C. Wright, Jamestown, president; 
Clifford Sayer, Chatham, vice president; H. C. White, 
Jamestown, treasurer; A. P. Holmberg, secretary and 
assistant treasurer and A. R. MacKinnon, Albany, 
executive secretary. 


The first session was opened by President Lloyd 
Wright who called upon the mayor of Jamestown to 
welcome the convention, but failed to give the mayor’s 
name in introducing him. 


When he called upon Leon F. Roberts, commercial 
manager of the Jamestown Telephone Corp. to respond 


When the cameraman visited the exhibit of 
the North Electric Mfg. Co. he found these 
gentlemen, left to right: Standing—E. O. 
LINK, Galion, Ohio; D. F. REEDY, Allegany, 
N. Y.; H. H. GRISWOLD, Phelps, N. Y.; 
LT. COL. W. C. HENRY, Bellevue, Ohio; 
CLIFFORD SAYER, Chatham, N. Y., and 
JOHN WINN, Galion, Ohio. Seated—R. B. 
WISEMAN, Galion, Ohio, and A. H. 
APPLEBY, Panama, N. Y. 
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JOHN WRIGHT [extreme right) tells a 
group of interested listeners of his plane trip 
over golf course during tournament at Lake 
Chautauqua, N. Y., left to right: C. C. 
DEERING, Des Moines, lowa; NORMAN 
SHENK, Newton, lowa; S. A. LANE, Little 
Rock, Ark.; A. R. MacKINNON, secretary of 
New York association. 


to the address of welcome, the same man took the floor. 
It then came to light that Mr. Roberts was the mayor 
as well as a telephone man. 


This caused considerable merriment; however, it 
was explained that Mr. Roberts had resigned as mayor 
when accepting the position with the Jamestown 
company, but had been prevailed upon by leading citi- 
zens to retain the mayorship for the balance of the 
year. 

Secretary A. R. MacKinnon presented his annual 
report in which he reviewed the activities of the asso- 
ciation during the past year. He stated that well- 
attended district meetings, at which many problems 
confronting the industry were discussed, had been held 
in all districts of the state. Commenting on the increas- 
ing service demands on the industry, he revealed that 
in 1940 Independent companies in the state had gained 
7,935 stations. 

Mr. MacKinnon stressed the vital part telephone 
companies are playing in the national defense program 
and explained their participation in the army air de- 
fense tests which were conducted in the northern and 
eastern parts of the state in 1940. 

“The Telephone Industry and National Affairs” was 
the subject of an excellent address by C. C. Deering, 
secretary-treasurer of the United States Independent 
Telephone Association. He outlined the activities of 
the national association and its member companies in 
supplying an adequate and efficient communications 
system in connection with the national defense pro- 
gram and asked all companies to give their fullest 
cooperation to the government in the present emer- 
gency. 

Mr. Deering also discussed the recent FCC investi- 
gation order, seeking a reduction in Bell toll rates, and 
the effect such a reduction would have on the toll rev- 
enues of Independent companies. He stated that the 
national association is opposed to any reduction in the 
Independents’ present toll compensation, regardless of 
whether or not the Bell toll rates are reduced. 


He fully explained the reply of the American Tele- 
phone & Telegraph Co. and Bell System companies to 
the FCC citation ordering them to show cause why toll 
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rates should not be reduced (TELEPHONY, May 17, 
p. 16). 


Harry Collins Spillman, New York City, representa- 
tive of the National Association of Manufacturers, 
delivered an inspiring address entitled “What Are We 
Defending?” Mr. Spillman traced the founding and 
development of this country, citing that through pri- 
vate enterprise and initiative, liberty, and freedom to 
speak, write, think and worship as they please the 
people of the United States have built up the greatest 
civilization ever known. He stated that this civiliza- 
tion is what we are defending and that, while there is 
a division of thought as to how far we shall go in 
defending Europe’s democracies, every real American 
is ready to defend and fight for the preservation of the 
American way of life. 

Scoring as ridiculous the charge that industry is a 
warmonger because of so-called profits to be gained 
from war, he stressed the point that every branch of 
American business has geared and is gearing itself to 
the hilt to defend American democracy. 

Mr. Spillman emphasized that America is the last 
major stronghold of democracy and that all units of 
the country—capital, labor and management—must be 
strongly unified if we are to successfully defend our 
democracy. 

On Tuesday evening a large crowd enjoyed a show- 
ing of motion pictures taken by John Wright on his 
many travels in recent years. 

Helpful Addresses Given 
in Second Session 

The second session of the convention on Wednesday 
morning was opened by an unusual and educational 
address and demonstration on ‘“‘Transmission Prob- 
lems of Small Telephone Companies” by E. J. Rahill 
of Buffalo. 

The major portion of Mr. Rahill’s address was de- 
voted to a discussion of eliminating noises, particularly 
inductive interference caused by power lines, from 
telephone circuits through the use of proper transposi- 
tion schemes. In illustrating the effect transpositions 
have in eliminating line noises he set up miniature 

(Please turn to page 20) 
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Fire Recognized as EVER-PRESENT HAZARD 


By MAYME WORKMAN, 


Traffic Supervisor, 


The Illinois Telephone Association 


VERY telephone operator at some time during her 

her career as switchboard operator has heard 

someone yell (yes “yell” is the word for it, or 
screech, if you please): “Fire! Fire! Get the fire de- 
partment quick! Our house is on fire.” The average 
operator speedily and efficiently takes the necessary 
action for handling fire reports, sans undue flurry, 
without disturbing her equilibrium. Would the same 
operator be equally calm and efficient in her actions if 
she discovered smoke seeping into the operating room 
or learned that flames were shooting from the roof? 

All central office buildings are not fireproof. Many 
switchboards, particularly in small exchanges, are 
housed in old buildings, frequently on the second floor. 
That fires do occur in telephone exchanges was evi- 
denced recently when a small Illinois central office was 
completely destroyed by fire, the only article salvaged 
being the headset the operator was wearing when she 
left the burning building. 

Some of the larger telephone companies have estab- 
lished routine fire drills in order that the operating 
employes may be so thoroughly trained that, in case 
a fire or other emergency occurs, they may be con- 
ducted to safety promptly and without confusion. 

In exchanges where routine fire drills have been in- 
augurated, it is the practice to schedule the specific 
dates, day of week and the time for the drills. Only a 
limited number of people in the central office—as small 
a number as possible, usually the chief operator and 
those designated to sound drill and recall signals—are 
acquainted with the contents of the fire drill schedule. 
The number of drills scheduled usually depends upon 
the size of the exchange. 

The instructions for routine fire drills are posted 
in a conspicuous place. These instructions cover the 
route or routes to be followed by the employes. The 
chief operator or person in charge is responsible for 
the correct execution of the fire drill. In line of march, 
employes are instructed to walk in step and about 18 
inches apart. Lines are not broken or the continuous 
march interfered with to recover any article dropped; 
it is merely pushed out of the way with the foot. 

Signaling equipment consisting of bells, operated by 
the chief operator or person in charge, is used to direct 
the fire drill. In small offices not having alarm bells, 
signals are given by means of a whistle. 

Fire drill bells are tested daily, usually by the night 
chief operator. All employes in the operating room 
and operators’ quarters are notified beforehand that 
the test is to be made. Any irregularity in the opera- 
tion of the signals is reported promptly to the plant 
department. 

Where fire drills have been established, it is con- 
sidered important that the drills be conducted as nearly 
as possible as though an actual fire existed. Employes 


are not permitted to go to the locker room for their 


personal effects under any circumstances during a fire 
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drill, and the chief operator is the last member of 
the operating force to leave the room. 

The life and safety of operators in small exchanges 
is equally as important as that of operators in large 
central offices. While routine fire drills, as outlined, 
would not be practical in very small exchanges, neces- 
sary precautionary measures should be taken to safe- 
guard the lives of employes and the property of the 
telephone company. 

If a survey of small exchanges were to be made, we 
would probably find, in some instances, a lack of neces- 
sary fire-fighting apparatus and many unnecessary fire 
hazards. It is possible this same condition might be 
revealed in making a survey of some of the larger 
exchanges. 

Employes in all central offices should be properly in- 
formed as to the action to be taken in case fire should 
break out in the exchange. The most intelligent people 
are prone to be erratic in cases of emergency, there- 
fore, we should at least have the necessary knowledge 
and a formulated course of action in mind in case the 
need for such action should occur. When, and if it 
does occur, it will be too late to do any planning. 

We suggest that every operator be familiar with 
the construction of her place of employment. Know 
where all the exits are and where the most important 
company records are kept. Then if smoke is discov- 
ered or flames start leaping, you will be better able 
to escape safe and sound—and if able to do so without 
danger to yourself, you may be able to perform a real 
service for your company by salvaging important docu- 
ments and records. 

The scope of this article is not to engender fear in 
the minds of operators employed in central offices. 
The purpose is to point out the need for precautionary 
measures which, if followed, will result in a greater 
feeling of security on the part of employes working 
in telephone exchanges. 


Questions from Illinois Operators 
1. If you release your subscriber, how long should 
you hold that number before releasing for local? 


VY 


2. Are we permitted to withhold the name of the call- 
ing place in announcing a call if the calling party 
requests us to do so? 

3. Would ringing by a tributary as a signal of dis- 
connect to the toll center be a beneficial part of the 
Operating Practice? 

4. When does the calling operator say, “Keep ring- 
ing,’”’ and when does she ask to have the connection 
changed? 

5. Why is it necessary to challenge on a “WH” report 
call after conversation ? 

The answers to these traffic questions are given on 

page 32. 
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RECENT talk with an English friend on telephone 
A matters proved quite interesting. While we both 

speak the same language, our telephone parlance 
differs somewhat. When I spoke of wire as B. & S. gauge, 
he referred to pounds per mile. My 10-pair switchboard 
cable was to him 20-wire cable. Vices, draw, I decided 
were our buffalo grips, but ratchet and tongs remain a 
mystery although it is suspected that they may be a chain 
hoist with haven clamps. 

Then he asked me about some “interruption cables,” 
I.R.V., which, when converted into our telephone terms, 
means storm cables to use when lines are interrupted and 
I.R.V. is short for India rubber vulcanized. 


I received another censored letter from my old friend, 
Master Sergeant E. E. SNELL, Signal Corps, St. Johns, 
Newfoundland. He tells me that due to the high winds in 
some sections of that country, the conventional type cable 
rings have so severely cut the cable that they have been 
dispensed with and the cable suspended from messenger 
by rawhide straps. We intend to ask him whether they 
have tried to use the more modern type of hangers, or the 
recent cable spinners. 


We have just received a circular from D. J. NEALE 
of the Neale Manufacturing Co., Topeka, Kans., describ- 
ing their “Little Giant” slack puller for use on spun 
cables. This puller is simply placed on the messenger and 
operated in a manner somewhat like a screw jack which 
tightens the messenger and causes slack to form in the 
cable. 

The use of this tool avoids the difficulty of working on 
a tight cable. When removed, both the cable and messen- 
ger will return to normal. It is always a pleasure to see 
tools developed which will make the life of hard-working 
telephone men a bit easier. 


HENRY HYMAN of the United States Electrical Manu- 
facturing Corp., called and gave us an interesting demon- 
stration of their new swivel-head flashlight. This flashlight 
has various features such as a rugged plastic case and 
unbreakable lucite lens; it should prove especially desir- 
able for telephone use. 


Received a nice letter from my old friend, G. MUR- 
PHY LYONS, now division equipment supervisor in east- 
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ern Oklahoma for the Southwestern Bell Telephone Co. 
and located at Tulsa. Murphy invites my attention to the 
fact that LEONARD BAKER and I didn’t have so much 
to brag about (April 26 issue, p. 37) as we cut phantoms 
in No. 12 copper while he and I cut them in No. 10 iron 
that summer we worked from Chickasha to Waurika in 
Oklahoma. You are correct, Murphy—and I, too, remem- 
ber the high sun flowers along that toll line down Red 
River way. 





The same letter made me homesick by mentioning old 
friends, namely, J. W. ROSS, W. J. WILLIAMSON, LIGE 
RUSSELL, BUZZ POWELL, HARVE ALLEN, CLAUD 
GILLAM, THEO and FRED KEEN. 





"Kink" of the Week 











PROPER TREE TRIMMING: While it is generally conceded 
that it is better to route lines so that they clear all trees, 
this is not always possible. There was a time before rural 
electrification became so popular that a telephone line 


(Please turn to page 34) 





By following approved tree-trimming methods, ample clearance 


can be obtained without ruining the appearance of trees. 
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jome back for more! 


Even the most careful installer sometimes drops a telephone — and 





some telephone users are habitually careless in handling the instruments 
you furnish them. But when your telephones are Monophones, you needn't 
worry! For these handsome, modern instruments are the strongest and 


toughest the industry has ever seen. 


There are good reasons behind the Monophone's stamina. The first 

¢ Independent telephone manufacturer to use molded plastics in the mod- 
ern handset, Automatic Electric has always given first attention to dura- 

bility. In addition, the Company has for years designed its own molds 

and operated its own molding presses, so as to maintain complete control 


over quality. 


As a result, the Monophone is today's outstanding example of the 


molder's skill. Its outside finish is satin-smooth and permanent—never 





needs refinishing. Its lines are smooth-flowing, with no sharp or fragile pro- 
jections. Internally, it is so braced and reinforced that breakage is almost 
a thing of the past. 


Altogether, the Monophone is an instrument you'll be proud to give 
your subscribers—and one that-will save you real money in lower upkeep 


and longer life. Send for prices and catalog—without delay. 





AUTOMATIC @ ELECTRIC 


ORIGINATORS AND DEVELOPERS OF STROWGER STEP-BY-STEP MACHINE SWITCHING AUTOMATIC DIAL SYSTEMS 


ERS OF TELEPHONE, SIGNALING AND COMMUNICATION APPARATUS 
ELECTRICAL ENGINEERS, DESIGNERS AND CONSULTANTS 
Distributors in U. S. and Possessions: 


AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 W. Van Buren St., Chicago, U.S. A. 
Export Distributors: AUTOMATIC ELECTRIC SALES COMPANY, LIMITED, Chicage 















Pleasure Mixed with Business 
at New York Convention 


(Concluded from page 15) 





telephone and power lines about 50 feet in length. 
Interference was induced on the telephone lines through 
the use of a test set, and by transposing the lines Mr. 
Rahill eliminated the interference. He recommended 
that all telephone companies use transposition schemes 
on noisy lines. 


John E. Wells, of Johnstown, presented an interest- 
ing address entitled “Increasing Revenues from Pres- 
ent Subscribers.” Mr. Wells stated that to increase 
revenues from present subscribers it is necessary to 
make continual improvements in the service and equip- 
ment used by the customers. In this connection it 
should be made certain by the commercial department 
that subscribers have the proper class of service and 
equipment. If they do not, then every effort should be 
made to sell them what they need. 


Mr. Wells said telephone companies have been and 
are complacent in merchandising their service. While, 
due to the defense program, it is difficult to get equip- 
ment to serve new customers, he pointed out that every 
telephone company should increase its revenues by 
selling additional service to present subscribers. 


He listed the following miscellaneous services and 
equipment which can be sold to current customers: 


(1) Extensions; (2) auxiliary signaling equipment 
such as extension bells, gongs, ete.; (3) auxiliary 
receiving equipment such as head bands with single 
and double receivers, portable telephones, long cords, 
etc.; (4) wiring plans; (5) PBX switchboards; (6) 
semi-public telephones; (7) joint user service; (8) 
additional directory listings and advertising; (9) 
higher grades of service, and (10) vacation rates. 


Discussions of Improved Operating 
Feature Traffic Conference 

The annual traffic conference was held Wednesday 
morning, May 21, with Mrs. Mabel P. Sellvin of 
Jamestown presiding. W. A. Kern of Rochester opened 
the conference by addressing the more than 75 assem- 
bled operators on “Information Practice.” ‘Selection 
and Training of Toll Operators” was the subject of a 
paper given by Miss Etta Earl of Buffalo. 

Miss Earl listed several requirements which must 
be met by prospective operators and stated that the 
successful operation of a telephone company requires 
an adequate, well-trained and experienced traffic per- 
sonnel, capable of carrying out its duties efficiently, 
economically and effectively. Therefore, she stated, the 
good choice of new operators is of great importance. 

An address which was well received and appreciated 
by the operators was that by Frank W. Fancher of 
Middletown, who spoke on “The Human Side of Our 
Business.”” Mr. Fancher went to quite some length in 
explaining the functions of the departments of a com- 
pany other than the traffic, and the responsibility of 
the employes in each department in properly contact- 
ing the public and building up public relations. He 
emphasized the need for cooperation of all employes in 
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bringing about goodwill and friendship for their 
company. 

“Cooperating With Private Branch Exchange Sub- 
scribers” was the subject of an address by Miss Mil- 
dred Fuller of Jamestown. She emphasized the need of 
instructing PBX operators as well as employes and 
officials in business institutions as to proper operating 
practices and telephone manners. She suggested that 
PBX operators be brought into the local exchange 
occasionally so they can observe methods followed by 
the telephone company operators. 

Miss Cecelia Lees of Johnstown presented an inter- 
esting paper on “Telephone Service From the Oper- 
ator’s Viewpoint.” Miss Lees stated that operators 
have always accepted progressive changes in the tele- 
phone art and have always adjusted themselves in 
applying new operating methods and practices so as to 
give the public the best service possible. She pointed 
out that operators have more contact with the public 
than any other employes and that they always have 
endeavored to give subscribers “service-plus” in han- 
dling and disposing of their demands. She warned her 
listeners that operators must maintain and even im- 
prove the high service standards which they have 
labored so long to build, and above all “Let us always 
put in practice the best known methods of doing our 
work.” 

President Wright Presents 
Annual Report, Address 

President Wright opened the last meeting of the 
convention the afternoon of May 21 by presenting his 
annual report and address. He traced the work and 
activities of the association during the past year, in- 
cluding preparation of proper accounting procedure 
for smaller companies; making appearances before the 
public service commission for member companies; 
watching proposed harmful legislation, ete. 

The president also warned operating companies that, 
due to the defense program and the difficulty encoun- 
tered by manufacturers in securing materials, they 
probably would soon face an acute problem in obtain- 
ing needed equipment for the expansion of their plants 
to take care of increased local and toll traffic. He rec- 
ommended that all companies give manufacturers 
estimates of material for future needs with delivery 
dates, so that suppliers could schedule production. 

H. C. White of Jamestown presented a well-prepared 
paper on “Necessity of Proper Accounting,” in which 
he described various accounting systems prescribed by 
regulatory bodies and answered prepared questions 
regarding the various types of accounts included in 
those systems. His remarks were directed primarily to 
owners of smaller telephone companies. 

The final address of the convention proper was deliv- 
ered by H. J. Schroll of New York, who discussed 
“The Telephone in Air Defense.” He explained in 
detail the vital part telephone companies have to play 
in the aircraft warning system which is being devel- 
oped by the Army in connection with national defense. 
He stated that the performance of the telephone indus- 
try is regarded very highly by the Army command and 
that in his opinion it was deserving of this regard, 
because telephone companies have been and are giving 
the government their fullest cooperation in its effort 
to effect an adequate defense plan. 

The annual banquet and dance was held Wednesday 
night, May 21, and was attended by about 350 con- 
vention delegates. Lt. Col. Charles C. Herrick, of 
Buffalo, addressed the banquet on “The Expense of 
Defense.” 
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Suggested Procedure for 
Adjusting Exchange Rates 


(Continued from page 7) 





dividual line rate and residence party line service a 
rate somewhat below the residence individual line 
rate. Party line services can, of course, be desig- 
nated as two-party or four-party services depending 
on local conditions and, to some extent, on switch- 
board equipment and capacity. 

The differential established between individual 
and party line urban services has particular signifi- 
cance as it has been found that party line develop- 
ment can, to some extent, be successfully controlled 
by this means. If your plant capacity is such that 
you would rather have a high individual line develop- 
ment, a small differential. between individual line 
and party line services will encourage that result. 
If, on the other hand, you face a problem of a plant 
already in use almost to capacity and are without 
money to augment your facilities at present, the 
answer may rest in retarding individual line develop- 
ment by means of a differential which will make 
party line services unusually attractive. 


Question of Rural Rates Is Important 

We come now to the question of rural rates. The 
survey made by the rates and research committee 
last year indicated that almost 40 per cent of all 
Independent telephone subscribers in Iowa are of a 
rural classification. The study further indicated 
that only 21 per cent of all these rural subscribers 
were then receiving metallic service and that more 
than 95 per cent of the balance were paying $1.50 
monthly or less for their grounded service. These 
figures make it clear that a great deal of money must 
soon be expended in rural plant betterment and that 
we must look to our rural customers for a good share 
of our income improvement. Moreover, it is obvious 
that the conversion of rural grounded services to 
metallic services in the months and years ahead pre- 
sents us with a golden opportunity to adjust rates 
to normal levels. 

As with town services, a rate differential between 
business and residence rural services is recommend- 
ed. A suggested rate for residence rural metallic 
service is about $1.75 to $2.00 monthly. It has been 
rather generally proven that rural metallic service 
of a satisfactory grade and with a good saturation or 
development cannot be furnished and maintained for 
less than those rates. As for rural service where 
lines and instruments beyond the exchange base 
rate area are owned by the subscribers—frequently 
referred to as switchers or service stations—a rate 
of about 50 cents monthly or $6.00 per annum seems 
to be the usual one being set up under rate adjust- 
ment programs in the state. Such a rate is not high 
considering labor cost trends, but should be ade- 
quate. 

We will not attempt to go into the subject of sup- 
plementary services such as extensions, extension 
bells, ete., other than to point out that such services 
offer a splendid field for revenue improvement and 
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to suggest that rates be set which will stimulate a 
demand for such supplemental services and yet be 
adequate to make them profitable for the company. 
The matter of instrument surcharges depends en- 
tirely on whether or not a company wants and is able 
to purchase newer type instruments for replace- 
ments. 

Having set your tentative rate schedule, you can 
now proceed to calculate the additional revenue it 
will produce. In making this calculation and if party 
line service is available, proper allowance should 
be made for a certain number of regrades from 
individual to party line services which are almost 
certain to result from the rate increase. This num- 
ber will, of course, vary depending on how substan- 
tial the increase is and the amount of the differen- 
tial between the two grades of service. Allowance 
should also be made in your calculations for some 
loss from service cancellations. Here too, many fac- 
tors control the picture. The experience of com- 
panies which have completed many rate programs in 
Iowa is that resultant station losses have ranged 
all the way from none at all to about 3 per cent of 
the total stations in service. 

If your tentative rate schedule works out on paper 
to produce the additional revenue needed, fine. All 
that remains to be done is simply to put it into effect. 
If your tentative schedule is such that it will pro- 
duce more or less than the desired amount of addi- 
tional revenue, you will, of course, make adjustments 
in it as necessary. Incidentally, there has always 
been an unexplainable tendency on the part of oper- 
ating men to think of monthly telephone rates in 
terms of quarter dollar units—it seems that rates 
are aways $1.50, $2.25, $2.75, etc. There seems to be 
little or no justification for this theory of rate sched- 
uling. Rates can as well be $1.85 or $2.35 or $3.60 
or any other “in between” figure and the use of other 
than quarter dollar units is suggested if such a plan 
will aid in more easily working up a rate schedule 
which will produce the required revenue, allow es- 
tablishment of more desirable differentials and elim- 
inate need for increasing a particular rate, say, 50 
cents monthly simply because 25 cents is not suffi- 
cient and 50 cents is the next usually accepted step 
in line. 

(To be continued) 


(EpDITOR’S NOTE: In the concluding part of this 
article, to be published next week, a typical case will 
be cited of a company in Iowa which carried out an 
actual rate increase program, Mr. Shenk’s article was 
presented as an address before the recent Iowa con- 
vention.) 
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Independent Subscriber Wins “Pot of Gold” 

On a recent Thursday evening Lester Walther, 36-year- 
old milk truck driver of Highland, Ill., and subscriber of 
the Illinois Commercial Telephone Co., had just entered 
his home when he heard the telephone ring. When he 
answered and was informed that he was to be given 
$1,000 as a gift he did not believe it and hung up, think- 
ing it was a practical joke. 

The second call convinced him that he actually had 
been the lucky one on the “Pot of Gold” radio program. 
Mr. Walther is married and has two sons. 

Following the announcement of Mr. Walther’s good 
fortune, calls started coming into the Walthers’ residence 
so fast that it was necessary to put on an extra operator 
to handle the load. In one hour 600 calls were received. 
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...Your Subscriber 
Gets Added Service 


And Your Company 
Gets Added Revenue 


The Two-Line Monophone 
offers the subscriber greater 
convenience, because it per- 
mits the use of a single tele- 
phone to make or answer calls 


on either of two lines. To the 
telephone company it offers 
an opportunity to increase net 
revenue. 


Two-Line Monophones are es- 
pecially adapted to secretarial 
wiring plans, which command 
exceptionally good rates. It is 
a simple matter to make ap- 
propriate filings without dis- 
turbing your rate structure for 
ordinary service. 

Bulletin 604 describes profitable wir- 
ing plans for Two-Line Monophones. 
ay we send you a copy? 
Distributors in U.S. and Possessions: 


AMERICAN AUTOMATIC ELECTRIC 
SALES COMPANY 
‘1033 West Van Buren Street, Chicago, U.S.A., 
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THE TELEPHONE 


And. a (Columnist 


By H. D. FARGO 


OME DAY in the distant future, 
S when the developments of the 
twentieth century are discussed and 
analyzed, historians will comment 
on the surprising growth of newspaper 
columnists in the American press. 
Every good-sized daily these days has 
its pet columnist—often three or four 
—who, with more or less interest, 
writes of current events, covering every 
conceivable subject. 


Their name is legion, and some of 
them perform a real public service. 
Westbrook Pegler, for instance, has 
just won the Pulitzer prize for expos- 
ing labor union racketeers. Most of 
the columnists, however, try to be 
funny and get off wise-cracks on mat- 
ters they know little about. Like the 
old-time vaudeville actor they will do 
anything to get a laugh. They must 
fill their columns. 


The telephone came in for a “rib- 
bing’ by Columnist O’Brien in the 
Chicago Daily News the other day. Of 
course, like many other things, the 
telephone has long been the butt of 
hoary chestnut jokes, like “wrong num- 
ber,” party line eavesdropping, ete. 
The Daily News writer started out to 
poke fun at the telephone, but then the 
wise-cracks grew stale, and he really 
paid it a fine tribute. 


“Anybody can be reached by tele- 
phone,” Mr. O’Brien began. ‘“That’s 
what the advertisements say and it is 
true. The telephone is a wonderful 
instrument. It knows no obstacles. It 
laughs at space. That’s the trouble 
with it. You can’t get away from the 
telephone. You can’t get anybody else 
away from it. The telephone is like 
death and taxes. Consider, for exam- 
ple, what happened to me this morn- 
ing.”’ 


He wanted an appointment with 
a man, supposed to be important, and 
was granted an interview in which the 
columnist planned to 
needed information. 
tinues: 


secure some 
Mr. O’Brien con- 


“T presented myself at his office ex- 
actly at the time he had set. Seating 
myself in a luxurious leather armchair, 
I said: ‘There is a question I wish to 
ask you.’ 


“At this point his telephone rang. 
Excusing himself, he answered it. Six 
minutes later (plus 18 seconds, to be 
exact) he hung up the receiver and 
turned again to me. 

***You wished to ask a question .. .’ 

“*Yes,’ I said, ‘I did; and I shall 
now ask it. I wish to know ‘ 

“But before I could tell him what I 
wished to know, the telephone had 
again gone into action. This was a 
brief call, lasting less than three min- 
utes. For the third time I started to 
put my question; but for the third time 
the telephone took the ball from me 
and started down the field. 

“Thus did the time pass and the 
morning ripen. Again and again I tried 
to state my business; only to have that 
leering black thing on the desk frus- 
trate me. 

“It was noon when I finally gave up. 
For at least the hundredth time my 
friend had asked me what I wanted to 
know. But I had forgotten.” 


Of course, there is tremendous ex- 
aggeration in the foregoing’ recital. 
His friend did not ask him 100 times 
what he wanted to know, but column- 
ists seldom allow facts to spoil their 
story. A few added ciphers seem to in- 
crease the value of their yarns, and 
they do not hesitate to toss them in. 
Exaggeration is considered funny— 
the more exaggeration the more humor. 


Then the O’Brien column proceeds: 


“The telephone is said to be a pro- 
moter of efficiency. JI am of the settled 
opinion that it destroys as much eff- 
ciency as it promotes. I think there 
ought to be a law passed against friv- 
olous use of the telephone; or, if that 
isn’t feasible, there ought at least to be 
some sort of gadget on the thing so 
that you could shut it off when you 
wanted to. 

“You may say, of course, that no 
such gadget is needed—that if you 
don’t want to be interrupted by tele- 
phonic communication, all you have to 
do is decline to answer. Sut that is 
putting more of a burden on human 
nature that it can tolerate. Nobody is 
that immune to curiosity. No normal 
person can resist a telephone bell. 
Well, so much for telephones. Some- 
times, of course, they are convenient— 
indeed a blessing; and if sometimes the 
blessing is mixed with pain, that is 
merely the price that all progress 
exacts.”’ 


Making allowances for the vagaries 
of newspaper columnists, and bearing 
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A FAGOT 
By MISS ANNE BARNES 


Traveling Chief Operator, Lowa Independent Telephone Association, Des Moines, lowa 


OME writer has said that number two was counted accursed by 

heathens because it was the first departure from unity. 

If Adam and Eve had obeyed their Creator and stood pat 
together when approached by the Temptor, they would have been 
able to withstand him. 

We think of these two people as being very weak and wicked, 
but they were really no worse than men and women are today who 
try to break down morale in a home, or in a business where a 
number of people are employed. 

Of course, there will always be differences of opinion among 
employes. But even if, for example, one thinks he knows a better 
way to handle a given situation than one’s employer and has not 
been asked for his opinion, he should not carry on a “whispering 
campaign” among other employes. He should remember that loyalty 
is far more important than his viewpoint. 

No doubt, most of us are familiar with the following Asop 
fable, but it will bear repeating, since it fittingly illustrates our 
point: 

A certain rich old man who had a number of quarrelsome, 
jealous sons, and had tried time after time to reconcile them by 
words, thought he might prevail on them by an example. So he 
called them to him and asked them to bring a number of strong 
sticks, which they did. He bound the sticks together into a fagot. 
Next he asked the sons to take turns in trying to break the fagot 
but none of them succeeded. So he untied the fagot and asked 
the boys to break the sticks one by one. They were all able to 
do so with the greatest of ease. 





SUMMER Camps, Hotels, Board- 
ing Houses, Gas Stations and even 
the Village Store are all timely 
prospects for Telephone Pay Sta- 
tions in Vacation Time. 

Then said their father, ‘“‘Thus, my sons, as long as you remain 
united, you are a match for all your enemies; but differ and 
separate, and you are undone.” 


Anglers don't relish being con- 
verted into Hunters just because they 
want to use a telephone. 











Make telephoning easy for the va- 
cationist by installing GRAY Tele- 
phone Pay Stations in convenient 
localities, and . . . watch the 


roll in. 


in mind that they must “wise-crack,” rather than in opinions and specula- 
the O’Brien blurb really pays the tele- tions.” 

phone a fine compliment. As to its = 

destroying efficiency, of course, that is 
errant nonsense. (Incidentally, maybe 
the man O’Brien called on secretly 
thanked the telephone for interrupting 
him so often.) 
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First Oklahoma District 
Meeting at Sulphur 

The first 1941 district meeting of 
the Oklahoma Telephone Association 
will be held June 7 at Sulphur, Secre- 
tary H. W. Hubenthal reports. Frank 
Crawford, manager of the Sulphur Tele- 
phone Co., will sponsor the event. 


This is profitable business 
are you prepared for it? 


See one of our Agents—Today! 

As to the telephone being a blessing, 
that fact was established years ago, and 
its necessity in times of emergency has 
been proved countless times. 
times,”’ 


American Automatic Electric Sales Co. 
Graybar Electric Company 

Kellogg Switchboard and Supply Co. 
Leich Sales Corporation 

The North Electric Mfg. Company 
Stromberg-Carlson Telephone Mfg. Co. 
Canadian Telephones & Supplies, Limited 
Northern Electric Co., Limited 


“‘Some- 
says the columnist, “they are 
convenient.”” That is certainly gener- 
ous of Mr. O’Brien to concede that 
much, but his language rather under- 
states things, for his paper, and all 
other dailies, would be badly crippled 
if they did not have telephone service. 


—- 


Meeting Place Changed of 
North Dakota Convention 


Sessions of the annual convention of 
the North Dakota Telephone Associa- 
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“One of the many good things about 
the trade and business journals,” said 
a prominent business man at a recent 
convention, “is they have no colum- 
nists. Reading newspaper columnists 
only adds to the confusion and misery 
which exists in the United States to- 
day. It’s a relief to read the trade and 
business papers that facts 
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deal in 


tion, June 11 and 12, will be held in 
the Masonic Temple, Minot, instead of 
at the Hotel Leland-Parker, the asso- 
ciation has announced. Use of the tem- 
ple will allow more space for manufac- 
turers’ exhibits and a bigger room in 
which to hold the sessions. The temple 
is conveniently situated in the 
block as the hotel. 


same 
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TELEPHONE INDUSTRY 
Will Mest. Defense Demands. 


By HARRY M. ENGH 


mands upon the personnel and 

facilities of the office of the 
Pennsylvania Independent Tele- 
phone Association testifies to an 
increasing appreciation of the pur- 
pose of our organization and grow- 
ing dependence on the services it 
can render. 

I cannot catalog all the individual 
services or the routine activities of 
the past 12 months, but they include 
substantial rate increases for five 
small companies; complete revision 
of a number of local exchange and 
toll tariffs; adjustment of informal 
complaints and other routine mat- 
ters before the Pennsylvania Public 
Utility Commission; the adjustment 
of tax matters with the department 
of revenue, including refunds due 
the member companies; the prepa- 
ration and distribution of a revised 
territorial map and directory of 
telephone companies in Pennsyl- 
vania; and many other matters of 
value and importance to the mem- 
bers and to the industry. 


T RAPIDLY-MOUNTING de- 


It may be news to you to know 
that the 1940 annual convention 
established a new high in attend- 
ance and enthusiasm. The regis- 
tered attendance of 449 was well 
over the high mark for any previous 
affair. The group conferences 
inaugurated in 1939 drew large and 
enthusiastic crowds at our last con- 
vention and have now become a 
regular feature of our convention 
program. 

Our standing committee on ac- 
counting and auditing promoted and 
conducted a very successful three- 
day school on plant accounting and 
continuing property records. This 
school was held at State College 
during September under the direct 
supervision of E. H. Dillon, chair- 
man of the committee and Harold 
C. White, general auditor of the 
Home Telephone Co., Ridgeway. 
Fifty-five delegates, representing 
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Responsibilities of industry to give nation efficient 


telephone service outlined by president of Pennsyl- 


vania association at recent convention. 


He recom- 


mends that all companies redouble efforts to main- 


tain their reputation for meeting emergencies 


25 companies, attended this confer- 
ence. 

Your association office is engaged 
in preparing a revised interstate 


toll tariff covering inter-company 
and intra-company toll services 
rendered by Independent compa- 


nies. Copies of this tariff will be in 
the hands of the affected and inter- 
ested companies shortly. 

For several months, we have been 
making an exhaustive study of local 
exchange rate structures and local 
exchange tariffs. It is expected that 
the results of this survey will be 
made available to all companies in 
the state through a series of one- 
day conferences or meetings to be 
held for that purpose. 

There is also being prepared a 
simplified system of bookkeeping 
for small companies. This has been 
under way for several months but 
has been temporarily suspended on 
account of other pressing work. . . 


Relations with Bell Now 
Better Than Ever 

A matter of nationwide concern 
which has recently developed in 
Pennsylvania is the proposed ac- 
quisition of the Keystone Telephone 
Co. of Philadelphia by the Bell Sys- 
tem. In view of all the factors to be 
considered in this case, it appears 
that with the elimination of this 
last competitive area the Independ- 
ents and the Bell can work hand in 
hand for the improvement and bet- 
terment of telephony as a whole. 


The prosperity of the telephone 
industry as a private enterprise de- 
pends to a large extent upon the 
preservation of a strong and healthy 
Independent group, and I feel cer- 
tain that the Bell company will co- 
operate in promoting and securing 
such a condition by adopting and 
pursuing a liberal policy in equaliz- 
ing its purchases with Independent 
groups from time to time in the 
future. 

Incidentally, this seems an ap- 
propriate place to remind you that 
the Independents’ relationship with 
the Bell company was never better. 
A more sympathetic appreciation of 
the fundamental principles on 
which our industry is predicated 
and its objectives is manifested not 
only in a more liberal attitude in 
the distribution of plant, which I 
have already mentioned, but is evi- 
dent in the Bell System’s efforts to 
correct erroneous impressions in 
the minds of a misinformed public. 

This cooperative spirit is seen in 
the generous appraisal of the Inde- 
pendent group on the part of Bell 
representatives before regulatory 
bodies, in Bell companies’ annual 
reports, in their house organs, and, 
more recently, in their radio pro- 
grams. 

I am deeply conscious of the ab- 
sence of several stalwart pioneers 
and warm personalities from our 
midst. Our late president, Gran- 
ville S. Herbert, of Harrisburg; 
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Harvey A. Oberdorf, of Columbia; 
M. D. Southworth, of Erie; Col. 
Fred J. Osgood, Andrew W. Thomp- 
son, of New Wilmington and John 
H. Bennetch, of Schaefferstown 
have all been called to their final 
reward since last we met. 


Continued Activity by 
State Commission 

Although operating on a more 
limited budget and with a some- 
what curtailed personnel, the Penn- 
sylvania Public Utility Commission 
is none the less active in promoting 
and prosecuting its objectives as a 
regulatory body. A two-year in- 
vestigation of the rates and prac- 
tices of the Bell company has been 
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terminated in a reduction of nearly 
one and a half million dollars. 

Some of the new rates and prin- 
ciples established as a result of this 
adjustment on the part of the Bell 
company may be expected to pene- 
trate into the Independent field, 
with little or no pronounced effect 
on our overall operations. 

The commission is now conduct- 
ing an investigation of one of our 
larger Independent companies, and 
recently dismissed a formal com- 
plaint against another Class A com- 
pany. There have been other in- 
formal complaints against some of 
our member companies, some of 
which have been satisfactorily ad- 
justed and others are still pending. 

A matter of significant interest 
to our companies was an agreement 
reached between the commission 
and the Bell company whereby the 
Bell company would make refunds 
to subscribers of the Independent 
companies on toll charges accruing 
at old rates which were reduced by 
court order last year. 
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the interval that had 
elapsed since this controversy 
started it was feared that an at- 
tempt to make refunds at this late 
date would impose considerable 
hardship and expense on the Inde- 
pendent companies, not to mention 
the unsatisfactory public reaction 
that it might promote. It appears, 
however, that the matter is being 
handled with very little repercus- 
sion, for which we are all grateful. 


Due to 


The commission continues to pur- 
sue a movement started some three 
years ago looking to the removal of 
rate differentials or “surcharges,” 
with emphasis on surcharges for 
handset and desk set instruments. 
Several companies removed such 
charges during the past year and 
negotiations are now under way 
with the few companies continuing 
to enforce them. It is my personal 
opinion that the commission’s dis- 
position in the matter is well 
founded and I recommend your 
serious consideration of its objec- 
tive even if it necessitates a com- 
plete revision of your rate struc- 
ture. 

I cannot pass over the subject of 
regulation without noting some 
rather obvious trends on the part 
of regulatory bodies which defi- 
nitely point to new departures in 
accounting, ratemaking, and man- 
agement. Such ventures are espe- 
cially noticeable in recent citations 
issued against the American Tele- 
phone & Telegraph Co. on the part 
of the Federal Communications 
Commission. 

This being a legislative year, we 
have naturally been apprehensive 
as to what new laws might be en- 
acted affecting our industry. I am 
happy to relate that nothing of 
particular importance to us has yet 
been effected. Several measures of 
vital concern have been offered, but 
so far none has had preferred at- 
tention. 


Independents Key Service 
in National Defense 

Since we last met, the European 
conflagration has rapidly grown in 
both intensity and scope until now 
it has upset the entire economic 
and social order of the world and 
threatens our political and 
mercial life. Naturally, our busi- 
ness cannot escape the pressure of 
such a storm. On the contrary, it 
holds a strategic position in the 
relationship of both political and 
economic change as we know it. 

I shall leave the treatment of our 
place in the current national emer- 
gency to speakers better prepared 
to deal with such matters and call 
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TYPE 60 PROTECTED 
CABLE TERMINAL 





For a permanent, workmanlike 
job on your next cable instal- 
lation, try SANDS Type 60 ter- 
minals. Bring the cable in from 
top or bottom—and see how 
snug, how smooth, all those con- 
nections are. You'll know you've 
done a craftsmanlike job. 


It takes good products to do 
a good job—and SANDS cable 
terminals are really good. 


TYPE 60 SPECIFICATIONS 


With or without 6 ft. 22 gauge cable 
stub. All 
Capacities: I], 


Reversible. 


16, or 26 pair. 


AUTOMATIC 
FLECTRIC 


metal cover. 
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Distributors in U. S. and Possessions: 


AMERICAN AUTOMATIC ELECTRIC 
SALES COMPANY 
1033 West Van Buren Street, Chicago, U.S.A. 
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you back to our obligation to the 
American community of today and 
our opportunity to make perhaps a 
less spectacular, but none the less 
effective, contribution to democracy. 

As a preface to this appeal, let 
me take your mind away from the 
grave uncertainties of the hour by 
pointing out that the only certainty 
is uncertainty or change. The un- 
alterable truth of this axion has 
been hurled at us from time im- 
memorial, and shall continue to 
manifest itself well beyond the lim- 
its of the life span of any of us or 
of our grandchildren. The only way 
we can prepare for whatever the 
future may hold is to take full ad- 
vantage of the opportunities of the 
present and to be conscious of the 
responsibilities of today. 

I have said we hold a key position 
in the race for national defense. 
Not only is our industry a vital link 
in this chain itself, but it affords 
the facility of accelerating the 
speed and accuracy of all other in- 
dustries on which our national de- 
fense program depends. The para- 
mount obligation of the present, 
then, is to provide the widest cover- 
age possible within our respective 
territories and to exert every effort 
to see that our service is maintained 
at the highest degree of efficiency. 

The same fundamentals strictly 
followed should also prepare us for 
the uncertainties of tomorrow. It 
is universally predicted that when 
the present emergency is over and 
the war clouds have passed, we will 
be faced with one of the world’s 
greatest depressions. 

Should these forecasts prove cor- 
rect, it seems the best way we can 
prepare for it is to make our 
service as indispensable as we know 
how. The way to keep the subscriber 
of today from becoming an ex-sub- 
scriber tomorrow is to make our 
service so valuable to him that he 
will make other sacrifices to keep it 
when he finds it increasingly hard 
to maintain his present standard 
of living. 

Should our pessimism over the fu- 
ture prove unfounded, the approach 
is still the same. The way to be 
prepared for a growing demand for 
our facilities is to take advantage 
of every opportunity to better our 
plant and the service it renders. 

Fortunately, we have the exam- 
ple of a hard-earned lesson in such 
an eventuality. Most of us recall 
the embarrassment, not to mention 
the tremendous revenues, 
suffered in the period following the 
last World War when we faced un- 
precedented demands for service 
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with dilapidated and inadequate 
plants; it took 15 years and a se- 
vere business depression to over- 
come this condition. 

If we need further proof, I know 
of no better example than the one 
being set by the Bell System which 
is now engaged in the most ambi- 
tious building program of its his- 
tory, with scheduled expenditures 
for the current calendar year equal 
to the total investment in Independ- 
ent plant. 


Must Recognize Obligation 
to Social Order 


In closing, let me again point to 
the growing tendency toward a more 
exacting examination of public 
service institutions by the body poli- 
tic and its representatives, the 
regulatory bodies, and a more criti- 
cal evaluation of our contribution 
to society. It is becoming increas- 
ingly obvious that we are being ap- 
praised solely upon the degree to 
which we dispatch our obligation 
to the entire social order. 

Unbiased logic reveals such an 
ideology to have merit and its ac- 
ceptance to be essential to the pro- 
gressive success of our industry as 
a private enterprise. For instance, 
have we ever stopped to inquire why 
we are in business? I have heard 
leaders of public service companies 
frankly state that they were in busi- 
ness to make money. 


I am sure this is a primary objec- 
tive of every man here and I see no 
reason why it may not continue to 
influence our motives, provided it 
is properly related to the real rea- 
son for our existence; and again | 
raise the question, “By what suff- 
rage are we in business?” 

We are in business because we 
are producing a commodity that, so 
far, has proven a useful tool in the 
evolution of a social order, and we 
shall be privileged to remain in that 
business only so long as we can 
maintain the confidence of that so- 
ciety that we can and will progres- 
sively dispatch our obligation. 

By that, I mean to say that we 
can insure this public trust by pro- 
viding the best possible service to 
the greatest number of people at the 
lowest possible cost to them. If we 
fail to do this, we will have to be 
prepared to delegate the responsi- 
bility to someone else. I press this 
fact here to remind us that the busi- 
ness of rendering telephone service 
is daily becoming a more exacting 
science. 

It is a simple matter to take back 
out of a plant the money originally 
invested; and it is not a complex 
problem to enjoy a profitable return 
on plant devoted to the exclusive 
convenience of a selected patronage 
at liberal tariffs. The acid test of 
good management is the proven abil- 





Wisconsin State Telephone As- 
sociation, Loraine Hotel, Madison, 


June 4 and 5. 


Dakota 
sociation, Masonic Temple, Minot, 
June 11 and 12. 


North Telephone As- 


Washington Independent Tele- 
Cascadian 
Hotel, Wenatchee, June 13 and 14. 


phone Association, 


Oregon Independent Telephone 


Association, Portland Hotel, Port- 
land, June 16. 


Tele- 
phone Association, Miramar Ho- 


tel, Santa Monica, June 19 and 20. 


California Independent 


Michigan Independent Tele- 





COMING CONVENTIONS 


Olds, 


phone Association, Hotel 
Lansing, July 23 and 24. 


Association of American Rail- 
roads, Telephone Section, Hotel 
Gibson, Cincinnati, Ohio, Septem- 


ber 23, 24 and 25. 


South Dakota Telephone Asso- 
Hotel 
Falls, October 8 and 9. 


ciation, Carpenter, Sioux 


United States Independent Tele- 
phone Association, Hotel Stevens, 
Chicago, October 14, 15, 16 


and 17. 


Independent Pioneer Telephone 
Hotel Chi- 
cago, October 16. 


Association, Stevens, 
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TELEPHONE MEN "CALLED TO COLORS" 


L. D. BUTTOLPH, formerly manager of the Anita exchange of the 
West Iowa Telephone Co., went into the service of his country on Febru- 
ary 3. He is a captain in the U. S. Reserves and is now stationed with 
the 27th F. A., Battalion C, Armored Division at Fort Knox, Ky. His 
wife and four children have moved to Hodgenville, Ky., where they will 
live as long as Captain Buttolph is stationed at Fort Knox. 


* * * 


JOHN NELSON, chief plant accountant in the South Haven, Mich., 
exchange of the Tri County Telephone Co., answered the draft call on 
March 21, reporting at Fort Custer. A week later he was assigned to the 
field artillery replacement center at Camp Roberts, San Miguel, Calif. 
Upon his graduation from high school in 1933, John started with the 
Tri County company as telegraph messenger, learning to operate the 
local switchboard. On October 1, 1935, he was transferred to the 
accounting department where he was assigned the duties of chief plant 
accountant. 


* * * 


(EDITOR’S NOTE: It is the desire of TELEPHONY to recognize all of those 
entering military service, and it would be appreciated if our readers 
would send us the names of individuals called to the colors through the 


draft, reserve corps or 
employers, military rank and unit. 
for early publication. ) 





national guard, together with the names of 


Please send in these names at once 








ity to provide and preserve the most 
efficient and reliable service to the 
greatest number of users at the 
lowest possible tariffs and still pay 
good wages to both the employe and 
stockholder. 

In short, I am trying to get across 
the simple fact that if we are to 
continue to justify public confi- 
dence, we must give more for less 
than anyone else; and how well we 
succeed will be measured by results 
rather than by wishful thinking. 
It is one thing to say that this or 
that man or organization does not, 
or cannot, do the job as well as we, 
but it is another matter to prove 
such assertions. 

So far, the history of Independent 
telephony is replete with examples 
and case records of its conscious- 
ness of the fundamental reason 
for its existence. Current opinion 
recommends that we redouble our 
efforts to maintain the eminent 
reputation we now enjoy and to 
serve notice that if it is to be ex- 
celled we will be the ones to do it. 
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Bell System Reports 
Large April Gain 

There was a gain of about 112,700 
telephones in service in the principal 
telephone subsidiaries of the American 
Telephone & Telegraph Co. included 
in the Bell System during April. 


The gain for the previous month was 
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123,500, and for April last year, 84,- 
100. The net gain for four months this 
year totals 483,900 as against 344,300 
for the same period in 1940. At the end 
of April this year there were about 17,- 
967,200 telephones in the Bell System. 

The gain for April, 1941, was the 
largest for the month of April in the 
history of the Bell System, the next 
largest April gain having been 108,600 
in 1937. 


Improve Telephone Personality, 
Orders Army 

The Army has directed officers at the 
War Department in Washington to put 
more zip in their telephone calls, for- 
bidding them use of “Hello,” according 
to a news dispatch. They must respond 
by giving their name and rank. 
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General Telephone Corp. 
Shares Are Offered 

A block of 40,000 shares of $2.50 
preferred stock of General Telephone 
Corp., which owns 14 telephone com- 
panies operating in a number of states 
was offered publicly April 25 at $51.50 
a share and accrued dividends by an 
underwriting group. 

This block is in addition to 135,000 
shares sold last February by the same 
underwriters, Bonbright & Co., Paine, 
Webber & Co. and Mitchum, Tully & 
Co. 





NEW tne improveo 
CHICAGO GRIP 


“Since 1857” 


LIP this grip on the line — the 

safety latch holds it fast. It can 
be applied close to the pole and slid 
out the required distance—and it can’t 
fall off accidentally. 

The harder the pull—the tighter it 
holds. The Improved Chicago Grip 
is ideal for all lines, giving the maxi- 
mum in safety plus the maximum in 
convenience. 


aunt 
\ wv A copy of this new folder 
i< ns ee 
, will be sent on request. 
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Write for Bulletin 3141. 
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ASK YOUR SUPPLIER 
Foreign Distributor: 
International Standard Electric Corp., New York 


Mathias KIEIN & Sons 


3200 Belmont Avenue, Chicago, Iilinois 














Wall Company Issues 
New Catalog 

The P. Wall Manufacturing Supply 
Co. has just issued a complete new 
catalog and price schedule of its line 
of blow torches, firepots and oilers. In 
this new booklet, the company’s prod- 
ucts are illustrated and described in 
detail. 

The catalog is ready for distribution 
and may be had from the company at 
Pittsburgh, Pa. 
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Automatic Telephone System 
Installed at Morton, Ill. 

At Morton, IIl., the opening of a 
new Strowger automatic telephone sys- 
tem on March 29 commemorated, al- 
most to the day, the 50th anniversary 
of the granting of patents to Almon B. 
Strowger, in 1891, for the first auto- 
matic telephone exchange. 

Morton is one of the 15 exchanges 
operated by the Illinois Valley Tele- 
phone Co., and is the third to be con- 
verted to automatic service. The cut- 
over operations took place in the new, 
modern exchange building, especially 
built to house the new equipment. 

The Strowger automatic equipment 
was engineered and built by Automatic 
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Morton's new Strowger automatic equipment, showing line switches, 
selectors, and connectors. 
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Electric Co., Chicago, and has a capac- 
ity of 450 lines, utilizing Strowger 
line finders, selectors, and connectors 
mounted on single-sided frames. Har- 
monic converters provide full-selective 
ringing on party lines. The installa- 
tion includes also a new one-position 
toll board. The old magneto tele- 
phones were replaced by dial Mono- 
phones. 

Promptly at midnight, as a feature 
of the ceremony, S. B. Green, Streator, 
general superintendent, Illinois Valley 
Telephone Co., gave the signal. As 
Mr. Green spoke, Mayor Philip C. 
Hauter of Morton, sitting at an op- 
erator’s desk, dialed a number and 
officially started the service. A call 
was then placed through the toll board 
to V. E. Chaney, Fort Wayne, Ind., 
president of the Illinois Valley com- 
pany. A conversation ensued, in which 
general introductions and congratula- 
tions were exchanged. 

During the 48 hours following Sat- 
urday midnight, a total of 9,824 com- 
pleted local calls were recorded on the 
traffic meters connected with the equip- 
ment, or an average of 4,912 per day 
for the two days (one of which was 
Sunday) which compares to the usual 
week-day average of 2,687 calls under 
the former system. 







New, modern home of the Morton, Ill., 


Among those who attended the cut- 
over were T. A. Saunders, general 
superintendent, and W. P. Stokesbery, 
plant superintendent of the Illinois 
Central Telephone Co.; R. N. Cole, 
commercial manager; R. B. Still, gen- 
eral manager; O. R. Roach, engineer 
of the Wabash Telephone Co., and 
A. L. Pritcher, commercial representa- 
tive at Morton. Carl J. Pracht, Chi- 
cago, represented Automatic Electric 
Co. 


Line Material Occupies 
New, Modern Building 


A new, modern office building at 
Milwaukee, Wis., is now the general 
headquarters of the Line Material Co., 
manufacturers of utility and telephone 
line equipment. Located at 800 N. 
Eighth street, the new home office has 
since April 21 housed the company’s 
directing officers and its sales, purchas- 
ing, general advertising and sales pro- 
motion, general accounting, adjust- 
ment, order and billing, traffic, cost, 
and export sales departments. 

The office building was purchased by 
the Line company in 1939 and was 
completely remodeled and modernized 
for its present use. A new air-condi- 





exchange operated by the 


Illinois Valley Telephone Co. 
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View of new home office in Milwaukee, Wis., of the Line Material Co. 


tioning and humidifying system insures 
a complete change of air through the 
building every eight to ten minutes. 
Fluorescent lighting is used through- 
out. Special treatment of 
walls and ceilings subdues the clatter 
of typewriters and business machines. 


acoustical 


Expansion of the company’s main 
plant and research laboratories in South 
Milwaukee has absorbed the space for- 
merly occupied by the general offices. 
In addition to the main Line Material 
plant at South Milwaukee, the com- 
pany operates other manufacturing 
plants at East Stroudsburg, Pa.; Gary, 
Ind.; Zanesville, Ohio; Birmingham, 
Ala.; Oneida, N. Y.; Barton, Wis.; 
Toronto, Canada; and Rio de Janeiro, 
3razil. L-M warehouses and sales of- 
fices are located in 61 cities throughout 
the United States, in 12 Canadian cities, 
and in 22 additional cities of Central 
and South America, Australia and New 
Zealand. 
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Kellogg Production Continues 
Uninterrupted 

The Kellogg Switchboard & Supply 
Co. has announced that another step 
has been made toward the assurance 
of maintaining production and de- 
liveries for the benefit of its customers. 
This stabilizing of production during 
the national emergency re- 
flects Kellogg’s attitude toward both 
the customers it serves and its factory 
employes who build the equipment, it 
is stated. The company has completed 
plans to provide the workers with a 
wage increase and vacations with pay. 


defense 


The Kellogg company maintains an 
“open shop” and although some fac- 
tory employes are members of various 
trade unions, they are all treated alike 
and share equally in these benefits. 
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Last year, the company made it pos- 
sible for employes to take advantage of 
a hospitalization plan which covers the 
payment of hospital bills in the event 
of illness of either the workers or their 
families. On January 9 last, when the 
government began to call draftees for 
military training, M. K. McGrath, 
president, announced that all Kellogg 
employes called for duty under the Se- 
lective Service Act, who have been with 
the company for one year or more, 
would be paid half the difference be- 
tween their regular wages and army 
pay for a period of 13 weeks. Also in 
this connection, drafted workers were 
promised re-employment upon leaving 
military service. 

For 30 years there has been in oper- 
ation a Kellogg Employee’s Thrift Club 
which furnishes an incentive to save 
something out of each pay check. The 
funds created this way are available for 
employe borrowing at reasonable inter- 
est rates to tide them over personal 
emergencies. At the end of the year, 
all deposits are returned to the mem- 
bers of the club together with a divi- 
dend which usually amounts to about 
7 per cent. 

On the basis of individual earnings 
and length of service with the com- 
pany, each employe throughout fac- 
tory, office and field received a special 
bonus last December, distributed just 
before Christmas. 

Visualizing the demands on its fac- 
tory production by the national defense 
program and also realizing that the 
telephone companies must be taken 
care of because of their importance in 
furnishing adequate communication 
facilities to keep step with increasing 
activity throughout the country, Kel- 
logg laid plans for increasing its ca- 

(Please turn to page 34) 
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®@ Positive, trouble-free 
connections 


| @ Substantial saving in 
ee installation time 

| 

| 


@ Corrosion-resisting 


“| © Not subject to "Season 
Cracking” 


@ Equally efficient on 
repeated re-use 


) A most reliable means of making 
solderless tap connections for tele- 
phone, telegraph and signal lines. 
These connectors have a large mar- 
gin of strength over actual field 
i requirements and cannot be dis- 
torted with a standard telephone 
socket wrench. You are assured a 
: superior connection with consider- 
able saving in time and lower costs. 


Request a test sample. 
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BUSINESS NEED NOT 
“FLY BLIND” 


OUR SERVICES CHART A SAFE 
COURSE THROUGH PROBLEMS 
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® Property and Business 
Studies— 

@income and Estate 
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Records— 
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® Court Testimony— 
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The AMERICAN 
APPRAISAL Company 


Founded 1896 «+ Offices in Principal Cities 


CUT SERVICE COSTS WITH 


Get double savings 
with Ray-O-Vac 
Telephone Batteries 
... 1. Fewer Service 
Calls. 2. Less fre- 
quent Battery Re- 
placements. Start 
now to standardize 
on Ray-O-Vac Bat- 
teries 


RAY-0-VAC COMPANY 


MADISON, WISCONSIN 
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FRED S. MAYER, Sr., manager of 
the Mt. Pulaski (Ill.) Telephone & 
Electric Co., is very proud of the new 
common battery switchboard installa- 
tion which was placed in service on the 
night of April 12 at Mt. Pulaski. 


GEORGE HANEY, of Carmi, IIl., is 
the new manager of the Albion and 
Grayville exchanges of the [Illinois 
Commercial Telephone Co., succeeding 
CARL WATTS, who has been trans- 
ferred to Flora. 

© 


HUGH A. BARNHART of the Roch- 
ester (Ind.) Telephone Co., was 
elected president of the National Con- 
ference of State Liquor Administra- 
tors at the organization’s recent annual 
meeting at Excelsior Springs, Mo. Mr. 
3arnhart has also been renamed by the 
Indiana Alcoholic Commis- 
sion as state excise administrator. 


3everages 
Under a new law which went into 
effect May 1, Mr. Barnhart will preside 
at meetings of the four-man alcoholic 
beverages commission, of which he has 
served as chairman since 1937. 


CARL O. MORGAN, president and 
manager of the Argos (Ind.) Telephone 
Co. and president. of the Northern Dis- 
trict of the Indiana Telephone Associa- 
tion, underwent an operation for ap- 
pendicitis on May 12. The attack came 
shortly after Mr. Morgan’s return from 
the state convention. 
Unusual conditions and complica- 
tions prevented an early diagnosis and 
the operation was performed just as a 
rupture of the appendix was beginning. 
A strong constitution enabled Mr. 
Morgan to combat a situation which 
threatened to be serious and he is now 
well on the road to recovery. 


JOHN BONERT, whose new book 
on soldering was reviewed in last 
week’s issue, is well qualified, from a 
practical viewpoint, to write about that 
subject. He began in 1899 an appren- 
ticeship in the machine shop of Gen- 
eral Incandescent Are Light Co. In 
1903 he was engaged as a cable splic- 
er’s helper by Burch Foraker, late 
president of the Michigan Bell Tele- 
phone Co., who was then superintend- 


ent of construction in New York City 
for the New York Telephone Co. 

In 1906 Mr. Bonert became a full- 
fledged cable splicer and in 1912 he 
was loaned to the U. S. Signal Corps 
under Major Roeber, stationed at New 
York. He spliced cable for the annun- 
ciator system on the target range at 
Fort Ethan Allen, Burlington, Vt., and 
for a new common battery system at 
Plattsburg, N. Y. He then returned to 
New York City, continuing as a cable 
splicer with the Bell company, and in 
1929 became splicing instructor in the 
Manhattan area. 

Mr. Bonert retired in 1934, and 
since then he has been instructing 4-H 
Club boys in mechanics and 
articles for TELEPHONY. 
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E. O. TURNER, who recently sold 
his Rich Hill, Mo., telephone property 
to A. L. Shopper, of Holton, Kans., has 
purchased from the Missouri Union 
Telephone Co. of St. Louis, that com- 
pany’s La Plata, Elmer and Gifford 
exchanges. Mr. Turner has moved to 
La Plata where he will be in complete 
charge of his newly-acquired property. 
The transaction will be completed upon 
the approval of the state public service 
commission. 

Mr. Turner, who has been in the tele- 
phone business for 41 years, has oper- 
ated a number of telephone plants in 
Missouri as well as in Illinois, his native 
state, and was associated with the Gary 
organization for a good many years. 
He is a member of the Independent 
Pioneer Telephone Association. 


Appointment of W. A. HUGHES of 
St. Louis as assistant vice president of 
the American Telephone & Telegraph 
Co. in New York was announced in St. 
Louis May 6 by W. L. Holley, first vice 
president of the Southwestern Bell 


Telephone Co. Mr. Hughes, general 
traffic manager of the Southwestern 
company since 1937, will be on the 


staff of C. F. Craig, vice president of 
the A. T. & T. 
work. 

L. H. CURTIS of Dallas, traffic super- 
intendent for the Southwestern com- 
pany in Texas, will succeed Mr. Hughes 
as general traffic manager. CLAR- 
ENCE OLIVER, traffic superintendent 
for Oklahoma, will move from Okla- 
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homa City to Dallas, succeeding Mr. 
Curtis. M. R. PETERSON of St. Louis, 
division traffic superintendent, will suc- 
ceed Mr. Oliver as traffic superintend- 
ent for Oklahoma. 

Mr. Hughes, who was born near 
Hugoton, Kans., in 1894, began his 
telephone work in Kansas City in 1917. 
Shortly after starting with the tele- 
phone company, he obtained a military 
leave and served 26 months with the 
117th Field Signal Battalion. Return- 
ing to telephone work in 1919, he held 
positions at 


Parsons, Topeka, and 
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W. A. HUGHES 


Wichita, Kans., 
Louis in 1926. 


before going to St. 


Mr. Curtis, born in 1889, is a native 
of St. Louis. He joined the telephone 
company in 1912 and has had positions 
at St. Louis and Hannibal, Mo., at To- 
peka, Kans., and at Dallas, Texas. 

Mr. Oliver, who goes to Dallas, has 
been traffic superintendent in Okla- 
homa since 1927. He started his tele- 
phone work in Dallas, Texas, in 1913, 
and was in the 33rd Aero Squadron 
during the first World War. 

Mr. Peterson, who moves to Okla- 
homa as traffic superintendent, joined 
the Southwestern Bell organization in 
1921 and has worked for the company 
in Texas and Missouri. 


JOHN G. WARD, a veteran of 41 
years’ service and prominent figure in 
Georgia’s early telephone development, 
retired recently and was honored by his 
associates at a banquet at the Atlanta 
Athletic Club. 

A native of Stockbridge, Ga., Mr. 
Ward was owner and operator of the 
Commercial Telephone Co. there and 
later became manager of the Gains- 
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boro Telephone Co. until its merger 
with the Southern Bell Telephone & 
Telegraph Co. 

After joining the Bell company he 
served as manager in several Georgia 
cities and was largely responsible for 
the first telephone line between Atlanta 
and Macon. In 1923 he was transferred 
to the business office in Atlanta and in 
1929 was named pay station supervisor, 
a position he held until retirement. 


FRANK RAINE, manager at North 
Platte, Neb., for the Northwestern Bell 
Telephone Co., has been elected presi- 
dent of the Pioneer Ad Club of that 
city. 

. 


R. T. CRABTREE, who has been in 
the telephone business at Wytheville, 
Va., for the past 30 years, has been 
transferred to the Bristol (Tenn.) divi- 
sion of the Inter-Mountain Telephone 
Co., where he will be assistant general 
manager under JOHN SEXTON, who is 
the company’s general plant manager. 


MRS. EVELYN BUTLER, operator 
at the Shelbyville (Mo.) office of the 
Western Light & Telephone Co., has 


been promoted to the position of 
cashier, following the resignation of 
MRS. RUSSELL LeFEVRE. Mrs. 


LeFevre resigned to join her husband, 
employed at Washington, D. C. 


MR. and MRS. ED. LINDLEY of 
DeSoto, Iowa, have taken over the man- 
agement of the Farmers & Merchants 
Telephone Co., following the resigna- 
tion of EMMETT HEGLAND. 


W. L. “BILL” ECKLES, area man- 
ager at Wilber, Neb., for the Lincoln 
Telephone & Telegraph Co., went 
through a thrilling experience in con- 
nection with an attempted robbery of 
the Wilber bank during April. 

As he tells the story, Mr. Eckles was 
in his office at the rear of the bank 
when he heard shots. Stepping out on 
the street, he inquired of a stranger, 
‘“‘What’s all the shooting about?’ The 
next instant a gun was waved under his 
nose and he was told to “‘move fast and 
keep moving.” Mr. Eckles had chosen 
to address the bandit in person! 

Mr. Eckles explains that he beat a 
hasty retreat to the nearest alley. How- 
ever, he had presence of mind enough 
to peer around the corner and take 
down the license number of the robber’s 
car, aiding materially in the subsequent 
capture of the thug. 


The MARK 
of QUALITY 


IN REBUILDING 


SERVICE 


Your Magneto 
Sets Rebuilt 
and Converted 


Only $11.75 


Here's little enough to pay for 


a telephone that works like new 
and looks like new. 


Equipped with a Monophone 
handset to give it style and per- 
formance, this instrument is 
your best bet for winning and 
holding subscribers. Subscrib- 
ers can't tell it from new. Even 
you would find it hard without 
the AR tag to tip you off. If 
you have no magneto sets to 
send in, write for prices. 


Try Autelco rebuilding and 
modernizing service soon. It's 
among the most popular of the 
many Automatic Electric serv- 
ices to Independent companies. 


Distributors in U. $. and Possessions: 


AMERICAN AUTOMATIC ELECTRIC 
SALES COMPANY 


1033 West Van Buren Street, Chicago, U.S.A. 


AUTOMATIC 
ds, ELECTRIC 
“W, 


TELEPHONE SIGNALING AND 
COMMUNICATION APPARATUS 








Court Rules for Telephone 
Company in REA Case 

The suit of a rural telephone com- 
pany at Millen, Ga., against the Plant- 
ers Electric Corp., a REA line, which 
was heard at the April term of the Jen- 
kins county court, terminated in a 
decision which granted the telephone 
company $100. The suit alleged that 
$1,300 damages were done to the tele- 
phone company by the _ interference 
which the REA power lines caused. 
The REA set out to prove that old and 
inadequate equipment caused the inter- 
ference, showing that where good lines 
and equipment in use by tele- 
phone users, the power lines had caused 
no disturbances. 


were 


After hearing the decision of the 
jury, Attorney Milton Carlton for the 
REA stated that the case would be car- 
ried to the court of appeals, although 
the $100 was a nominal amount. He 
said that for the protection of the REA 
lines in the future that the case should 
be settled in a higher court. 

vv 


Oklahoma Bill Abolishing 
Report Charge Fails 

After it had passed the senate and 
had come close to passing in the house, 
the bill which would have abolished tele- 
phone report charges in Oklahoma was 
stricken from the calendar in the house 
of the Oklahoma legislature on the final 
day of the session, May 23. 

If this bill had been finally passed, 
Oklahoma would have been the only 
state in the United States to abolish 
report charges by legislation, accord- 
ing to H. W. Hubenthal, secretary of 
the Oklahoma Telephone Association. 

A. L. McFadden, owner of the Ring- 
wood Telephone Co. and a member of 
the house, backed by the Oklahoma 
Telephone Association, convinced a ma- 
jority of the members of the house that 
the bill would have been destructive to 
the interests of the telephone industry 
and unfavorable to telephone users. 

“Tf this bill to abolish long distance 
report charges in Oklahoma had be- 
come a law it would have been disas- 
trous to the smaller telephone compa- 
nies of the state; would have deprived 
the industry of $60,000 annually in 
revenues from such sources, and event- 
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Commissions 
and Courts 


ually would have forced readjustment 
of rates,”’ said Mr. Hubenthal. 

“The bill was unfair in that it would 
have required a telephone company to 
furnish a service free of charge which 
would have been taken advantage of 
by some to the disadvantage of other 
telephone users,’’ Mr. Hubenthal con- 
tinued. ‘“‘To permit telephone 
without report charges would be to 
furnish important information without 
charge to tentative telephone users 
that would be equivalent to a genuine 
call. In addition to the loss through 
abolition of report charges, telephone 
companies would lose the revenue that 
would result from bona-fide calls to get 
information.” 


calls 


“Revenues of telephone companies 
not only would have been reduced,” 
Mr. Hubenthal pointed out, “but their 
operating expenses would have been in- 
creased without compensation. This 
would amount to taxation without rep- 
resentation upon telephone companies 
and their subscribers. The added ex- 
pense eventually must have been made 
up by regular users.” 

Among several other bills which 
would have seriously handicapped the 
telephone industry, but which failed, 
was House Bill 213. This proposed a 
state wage-hour act applying to all 
intrastate industry not now covered by 
the federal wage-hour law. If this had 
passed in the form originally intro- 
duced, it would have made all telephone 
exchanges in the state subject to mini- 
mum wage and maximum hour provi- 


sions, probably forcing some of them 
out of business. The Oklahoma Tele- 
phone Association joined other trade 
associations in legislative committee 
hearings in opposing the projected leg- 
islation. The bill died in committee. 


—-— 


Summary of Commission 
Hearings and Rulings 
Federal Communications Commission 

May 13: Diamond State Telephone 
Co. requested authority to supplement 
existing facilities between Pigeon Point, 
Del., and Deepwater Point, N. J. 

May 13: Authority requested by 
Chesapeake & Potomac Telephone Co. 
of Virginia to supplement existing fa- 
cilities by constructing between Suf- 
folk, Va., and the Virginia-North Caro- 
lina state line, four .104 copper wires 
for a distance of 16.1 miles. 

May 13: American Telephone & 
Telegraph Co. (long lines dept.) asked 
authority to supplement its existing fa- 
cilities between Big Rapids and Reed 
City, Mich., for a distance of about 14 
miles, by constructing two .104 copper 
wires. 

May 13: Authority requested by long 
lines department of American Tele- 
phone & Telegraph Co. to supplement 
its existing facilities by constructing 
for a distance of about 17 miles be- 
tween Lexington and Winchester, Ky., 
four .128 copper wires. 


Illinois Commerce Commission 

May 27: Hearing at Chicago on the 
petition for a reduction in toll rates 
between the city of Berwyn and the 
city of Chicago, for service by the Illi- 
nois Bell Telephone Co. 

May 27: Hearing on the proposed 
advances in rates for telephone service 
by the Illinois Bell Telephone Co. in 





complete a long distance call. 
Yes. 


bo 


distance calls. 


5. To avoid a cut-off. 





Answers to Traffic Questions on Page 16 


1. A subscriber’s line may be held ten minutes while attempting to 


3. Tributary exchanges following this procedure have expressed 
the opinion it is helpful in securing accurate timing of their long 


4. When the distant operator passes a “DA” report on the first at- 
tempt on a call, say, “Keep ringing.” 
believe that the called station should answer or the calling party 
indicates this, when the distant operator passes the second report 
of “DA,” say, “Change connection and ring (called number).” 


If, for any reason, you 
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certain exchanges in Chicago, Forest 
Park and River Forest. 

May 27: Hearing in the matter of 
application by Illinois Bell Telephone 
Co. for authority to purchase shares of 
the capital stock of the Peoples Tele- 
phone & Telegraph Co. of Menard 
County. 

May 28: Hearing at Chicago in the 
matter of complaint by Horace S. Gur- 
vey against Illinois Bell Telephone Co., 
as to failure of respondent to properly 
render telephone service to the com- 
plainant in the city of Chicago. 


Missouri Public Service Commission 

May 21: Application received from 
Worth Mutual Telephone Co., asking 
authority to file an increased schedule 
of rates. 


New York Public Service Commission 


May 26: Hearing at New York in the 
proceeding on motion of the commis- 
sion as to certain rates, etc., of the New 





dependable 


Cedar Poles 
MICHIGAN POLE & TIE CO. 


NEWBERRY—GRAND RAPIDS 
MICHIGAN 











CABLE LUBRICANTS 





ANTI-FRICTION LUBRICANT. Albany Anti- 


friction Pressuregrease is the trade-tested and 


approved general purpose lubricant of the 
leading telephone companies. 
Adam Cook's Sons, Inc., Linden, New Jersey 











POLES 





B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 








Cc. M. Christiansen Co., Phelps, Wis.— 
Northern White Cedar Poles, plain or 
butt treated. Quotations on request. 








International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants: 
Beaumont and Texarkana, Texas. 








MacGillis & Gibbs Company, Milwau- 
kee, Wis.—Northern White and Western 
Red Cedar Poles. Plain or butt-treated. 
Immediate quotations on request. 








T. M. Partridge Lumber Co., Minne- 
apolis, Minn.—Northern White—Western 
Red Cedar Poles. Plain or butt-treated. 








Valentine Clark Corporation, 2516 Dos- 
well Ave., St. Paul, Minn.—Finished 
Cedar Poles. Plain or butt-treated. 
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York Telephone Co. in respect to serv- 
ice through private branch exchanges. 


Ohio Public Utilities Commission 


May 20: Approved boundaries for 
the following telephone exchanges: 

Northeast Ohio Telephone Co. at 
Bristolville and Greene; Parkman Tele- 
phone Co. at Parkman; Mesopotamia 
Telephone Co. at Mesopotamia; Mifflin 
& Widiville Telephone Co. at Mifflin; 
Mansfield Telephone Co. at Adario, 
Belleville, Butler, Lexington, Mans- 
field and Shiloh; Northern Ohio Tele- 
phone Co. at River Styx, New Wash- 
ington, Willard, Medina, Plymouth and 
Sharon Center; C. L. Knutty Telephone 
Co. at Cecil; Colebrook Telephone Co. 
at Colebrook; Grafton Mutual Tele- 
phone Co. at Grafton; Harpersfield 
Telephone Co. at Harpersfield, and 
Higginsport Independent Telephone Co. 
at Higginsport. 


Oklahoma Corporation Commission 


June 2: Hearing on application of E. 
D. Simpkins, owner of the Paradise, 
Okla., telephone exchange, asking 
authority to construct a toll line from a 
telephone exchange he intends to estab- 
lish at Rusty, in the Guthrie oil field, to 
Guthrie. 

June 6: Hearing on application of 
C. M. Eggers, president of the Okla- 
homa Rural Telephone Co., seeking an 
order to require the Southwestern Bell 
Telephone Co. to establish long distance 
telephone connections with the Okla- 


homa Rural company exchange at 
Drummond. 
June 11: Hearing on application of 


Joe Scott, owner and manager of the 
Canute Telephone Co., asking for per- 
mission to establish a telephone instal- 
lation charge. 

Mr. Scott is the only Independent 
telephone company owner in the state, 
thus far, to ask for such authority. He 


LOOMIS 


ADVERTISING CO. 
TELERH ON 


ae 


A SALES/ORGANIZATION 


That Has Never Failed to 
Produce More Net Revenue 
(All Costs Considered) for 
Telephone Companies Served. 


If INTERESTED in more net 
telephone directory revenue 
write or call at our expense. 


LOOMIS ADVERTISING CO. 
Telephone Bidg., 
Kansas City, Mo. 


Citizens Trust Bidg., 135 So. Second St., 
Fort Wayne, ind. Philadelphia, Pa. 





wishes to make an installation charge 
of $1.50. 
Tennessee Railroad & Public 
Utilities Commission 


May 10: Authority granted to South- 
ern Bell Telephone & Telegraph Co. to 
expand its Nashville facilities to take 
care of an expected additional 1,500 
subscribers, mostly in the downtown 
district. The improvements and addi- 
tions to the plant will cost about $72,- 
000. 





Cc Iting Teleph Engineer 
“Modernization of 
Equipment and Methods 
for Improved Service” 


GARRISON BABCOCK 
1104 Third Avenue, Seattle, Washington 











Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 
35 East Wacker Drive CHICAGO 








ACCOUNTING 


HERDRICH and BOGGS 
Certified Public Accountants 
803 Electric Building 
INDIANAPOLIS, IND. 








SLOAN & COOK 
CONSULTING ENGINEERS 
128 SOUTH LA SALLE STREET 
CHICAGO 


Appraisale—Original Ceet Studice 
Depreciation, Financial, and Other 
Investigations 








EMMETT D. TALBOT 
CONSULTING ENGINEER 
ENGINEERING AND OPERATION 
MANUAL AND DIAL SYSTEMS 
PROPERTY SURVEYS 
APPRAISALS AND RATE STUDIES 


1740 CuLVER ROAD, ROCHESTER, NY. 














J. W. WOPAT 


Consulting Engineer 
Telephone Engincering 

Construction Su ion 
Appraisals— neial 
te Investigations 


1518 Lincein Bank Tewer Fort Wayne, Indiana 








J.G. WRAY & CO. 


Telephone Engineers 


Specialists in Appraisals, Rate Surveys, 
Financia! Investigations, Organisation, 
and Operation of Telephone Companies 


8324 Bankers Bidg., Chicago 
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Rates 10 cents per word payable in advance. 
Minimum charge $2.00 for 20 words or less. 








New StylePocket Detecto-Meters 
Voltage .0 to 1.5. 
Resistance .0 to 10,000 ohms 


With zere adjust. 
STEWART C) 


$1075 ee 
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Ottawa, th, 
TELEPHONY ADVERTISERS 


will give you service 
which will be pleasing 





WANTED TO BUY 


WANT TO BUY: Kellogg and West- 
ern Electric Co. telephone generators 
Kellogg and Western Electric Co. desk set 
boxes. Western Electric Co. ringers No. 
38, No. 45 and No. 47 types Will send 
shipping cartons. Write No. 9026, care 

TELEPHONY 

















PiRecTory PRINTING 


Now serving 88 exchanges in 6 states. 
After several years’ successful and compli- 
mented (by customers) experience we would like 
to add a few more directories of 2-column 
6'ex9'4 or 7'4xl0% sizes. E. W. STEPHENS 
CO.. Columbia, Mo., hoping to hear from you. 














FOR SALE 


TELEPHONE 
Suitable 
income 
any Station, 


for couple, 


Nebraska 


Lincoln, 


EXCHANGE for sale 
tor about your own price, 
$125-$150 month. Box 161, Beth- 


POSITIONS WANTED 


POSITION WANTED: Man with 35 
years’ experience in all branches of the 
industry would like connection with good 
Independent telephone company. Refer- 
T. Halloway, Ord, Nebraska. 


ences. 


TELEPHONE and telegraph 
splicer wishes connection. 
perience, maintenance, construction. 45 
vears old. Married, good habits, good 
references. Write No. 9025, care of 
TELEPHONY. 


cable 
23 years’ ex- 


EXECUTIVE TYPE Engineer, capable 
of design and production engineering in all 
phases of the telephone field, desires con- 
nection with Independent telephone manu- 
facturer. Write No. 9018, care of TELEPH- 
ONY. 





JACKS 
Answering 
Multiple 
Lamp 





RECONDITIONED | 
DEAN SWITCHBOARD KEYS _ 


COMBINED DROPS AND JACKS 
CORD RELAYS— 


REPEATING COILS— PLUGS | 
Write for prices. | 
BUCKEYE TELEPHONE and SUPPLY COMPANY | 


KEYS | 
Cord and Trunk | 
Harmonic | 


Order Wire 


TRUNK RELAYS 











The Plant Man's 
Notebook 


(Concluded from page 17) 





could jump from one side of a road 
to another to clear trees, but now a 
one-side location must be maintained 
regardless of tree interference. 

Permission to trim privately-owned 
trees is becoming more difficult to ob- 
tain each year in many localities. This 
permission may often be obtained by 
securing the services of tree surgeons 
when you are fortunate in living where 
such experts are available. When this 
service is not available linemen should 
be instucted to follow approved trim- 
ming methods. 

The photograph on page 17 shows 
how a tree should be trimmed so as not 
to ruin its appearance but still provide 
ample clearance from the line. When 
a tree is pruned in this manner it is 
usually not difficult to obtain permis- 
sion for future trimming when required. 





With the 
Manufacturers 


(Concluded from page 29) 
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pacity 
were 


output. 
installed 


Many new machines 
and hundreds of new 
employes have been added to the pay- 
rolls. Part of the plant is already ona 
two- and three-shift schedule and other 
departments may soon be 
around the clock, it is stated. 

The Kellogg management feels that 
the company is well equipped to handle 
its share of the defense work and at 
the same time discharge its obligation 
to those in the telephone operating 
field responsible for installing and main- 
taining adequate telephone 
the highest quality. 


working 


service of 


v VW 


New Public Relations 
Director for Roebling 

The appointment of Robert T. Bow- 
man, of Trenton, N. J., as director 
of public relations for the John A. 
Roebling’s Sons Co. has been an- 
nounced by Charles G. Williams, ex- 
ecutive vice president and 
manager of the Roebling company. 

Mr. Bowman assumed his new duties 
on May 1. He retired recently as 
president of the New Jersey State 
Chamber of Commerce after serving 
three years. 


general 
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5 STAR FEATURES 


% Patented one piece Bakelite 
face plate and insulating fanning 
strip. 
% Sturdy, non-corroding Everdur 
studs with tinned solder shoulders. 
Raised stud mountings eliminate 
surface leakage. Studs firmly em- 
bedded in mounting plate and 
cannot twist off; positioned for con- 
venient wiring. Non-corrosive nuts 
and washers for quick, low resist- 
ance connections. 
%& Patented cable entrance and 
holding sleeve for tight cable 
joint. Compound filled by exclu- 
sive process insuring against shorts 
and grounds. 
*% Heavy reversible zinc hood 
—mount with stub from top or 
bottom. Hot dip galvanized 
alloy steel frame. 
% Detachable mounting 
bracket furnished at no 
extra charge. Fur- 
nished in 6, II, 16, 
and 26 pair sizes. 


Fi. the termination and distribution of lead covered cable 
the improved type XB Cable Terminal can always be depended 


upon to give a five star performance in quick, easy installation 


and long, trouble-free service. This is because Cook engineers 
have built into the XB Cable Terminal the quality features which 
your experience has shown are most needed for greater time 
and labor saving and long term, dependable service. All Cook 
protection and distribution products are largely the result of 
suggestions and ideas based on your experience . . . all Cook 
products are designed and built to give you five star perform- 
ance. Whatever your protection and distribution problem, there 
is a Cook product to effectively and economically solve it. 
The scientific engineering and precision manufacturing methods 
employed in the production of Cook protection and distri- 
bution equipment have been painstakingly developed during ©) 
more than 40 years of service to the telephone industry. gS 
They are responsible for Cook's reputation for quality zy 
and dependability wherever telephones are used SO 
throughout the world. You can get the XB Cable S 
Terminal or any other Cook product from 

telephone manufacturers and supply 

houses everywhere. 





